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“The worker must know how and where to apply his 


; , ’ 
labor to the attainment of the best and biggest results 
—Edwin A. Potter, President The American Trust and Savings Bank, Chicago 
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WE The 
solicit cor- 
respondence 
with dealers 
desiring a 
line of first 


class writing 

p CABLE ADDRESS 
machines, SALETYPE. 
both new 
and 


second hand 
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WE 


do business 
throughout 
the world. 
Our custom- 
ers are satis- 
fied buyers. 
Price lists 
sent to THE 


_ TRADE ONLY. 


Write us. 




















MULTI ANGLE « 


More CONVENIENT and BETTER than others 





USERS are 
ADVERTISERS 


our BEST 


MANUFACTURED SOLELY BY 








F. S. WEBSTER CO.., CHICAGO, ILLINOIS. 


COPY HOLDER 


ADAPTED 
EASY to ADJUST 
PRICE $2.00 


Quotations to Dealers on Application 


211 E. Madison St., 


to ANY TYPE WRITER 











tear ceed 999.999.9909 
The f 1s Calculating Machine nthusfastically end rsed — 
world Rapid rat ra Two models: « 
‘ er fini Ss er finish, $3 . pre id fn 
11.S. Write? -pemet | grte sore 1 


C. E. Locke Mfg. Co. 189 Walnut St., Kensett, lowa 


























We make and recover 


_Ty ee riter Platens- 


s rk etter and at a lowe 
"aa ale rs in second- hand mac hines. 
1 yne else, 
Let Us Prove It 
383 W. Monroe St., Chicago 


Write U 8 
AMES & FILSTEAD, 














2! oShREXtON 


‘Envelope Sealing Mac Machines 


CAPACITY 3000. To "Booo PER HOUR 


THOUSANDS IN USE—PRICES #15 *35*50 


Acorn Brass Mfg. Compsny 














FACTORY: 





DERBY, CONN., U. S. A. 


SELLING AGENCIES 


A Pioneer in the Visible Writin 
new typewriters, and now 


“WILLIAMS” 


TYPEWRITER 
TEN YEARS AHEAD OF COMPETITORS 


Class—the recognized feature inall 
emanded by operators generally 


A SHIFT KEY means easy operating—more results 





A VISIBLE WRITER means fewer mistakes—-quicker work 





A PAD MACHINE means less expense and prettier work 





NO RIBBON MECHANISM; assures simplicity—durability 





Free booklet tells why. 


DERBY, CONN., U. S. A. 
few York Office, 317 Broadway 


IN U. S.A. 
READING, 


THAT’S THE WILLIAMS 


Special price to Agents in unoccupied ter- 
tory. Machines sent on trial to respons.ble parties, 


rhe Williams Typewriter Co. 


London Office, 57 Holborn Viaduct 


42 N. Sixth St. 


ATLANTA 3 Edgewood Ave NVER 417 Sixteen St. : 
BUFFALO 363 Washi nate n St 'S MOINES, 616 W. Grand Ave. ST. LOUIS, Benoist Bldg. 
BOSTON 107 Fed ral St DETROIT 101 Griswold St. ST. PAUL, 340 Minnesota St. 
CHICAGO 324 Dearborn St DIANAPOLIS, 227 East Ohio St. SAN FRANCISCO, 508 Clay S$ 
CINCINNATI 415 Main St JACKSONVILLE 120 W. Bay St. WASHINGTON, 918 F St.. N. W. 
CLEVELAND Schofield Bldg NEW YORK 317 Broadway WICHITA, Winne Bldg. 
DALLAS 373 Main St PHILADELPHIA 1022 Arch St. 
MONTREAL, CANADA ORONTO, CANADA MEXICO CITY, MEXICO 
FOREIGN SELLING AGENCIES-—GREAT BRITAIN 
BIRMINGHAM CARDIFF EXETER LEEDS NOTTINGHAM 
BRISTOL DUBLIN GLASGOW LEICESTER PORTSMOUTH 
BELFAST EDINBORO LIVERPOOL NEWCASTLE-ON-TYNE SOUTHAMPTON 
EUROPE AND ASIA 
AMSTERDAM BOMBAY DUNEDIN, N. Z. LISBON SHANGHAI 
ALEXANDRIA COPENHAGEN DURBAN MILAN TOKIO 
BARCELONA CHRISTIANIA HAMBURG PARIS VIENNA 
BERLIN CAPETOWN KOBE ST. PETERSBURG YOKOHAMA 
BRUSSELS CAIRO 
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Columbia Cypewriter 





VISIBLE WRITING 








On request we will send you a catalogue describing 


NEW and IMPORTANT improvements 





in Typewriting Machines, of interest 
to all operators. 


Che Columbia Cypewriter Mfg. Zo. 


116th Street, 5th and Lenox Avenues 
NEW YORK, N. Y. 




















We wanta 
HUSTLER 
in every 
TOWN 

to act for 
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No Stenographer can afford to be without 
this—the most complete 








Sf 
COPY HOLDER ‘i: Ss 
/ One on Earth 
Merely press compressor clamp and holder 
will keep your note book in erect position, 
Loose Papers — Wills — Abstracts 
Anything to be rewritten always right before you. 
Enables copyist to s.t erect, insures speed, saves eye 


strain. Made of quartered oak and nickel plated steel. 
All parts reinforced; no breakage; always ready. 


PRICE $1.50. 
We are making a Special Dealer's Offer on this 


copy holder. Every ty pewriter dealer, stationer and 











salesman should inv estigate it. 


O. R. BROWN CO., Sole Makers, 
83 Baldwin Building, INDIANAPOLIS, INDIANA, 























We Couldn't 
Afford 


to spend our money here 
and in many other trade 
periodicals, just to invite 
you to send for samples and 
terms, if we didn’t know 
we had the goods you want 
at better prices than you 
are now paying. If we 
were advertising a box of 
carbon paper for one dollar, 
claiming it was worth four 
dollars, we could send you 
a box costing thirty cents; 
and if our ads were 
‘‘catchy’’ enough to secure 
a good many ‘‘dollars,’’ we 
could pocket our seventy 
cents per box profit and 
then strike a new field. 
We are not asking you to 
invest a dollar in a trial 
box of carbon paper: we 
are asking you 


Tolnvest Two Gents 


in a postage stamp. It 
costs us money to send out 
samples. Could we afford 
to send them gratis to all 
interested persons if our 
goods would not stand the 
test? We have already 
told you of some of our 
money saving methods, 
and we will tell you of 
others in due time; but 
don’t wait for us to tell you 
allourstory. Writeto-day 
for samples and prices. Our 
goods are their own best 
salesmen; they talk for 
themselves and talk con- 
vincingly, and remember 
you are not advertising our 
brands for us when you 
push our goods. They are 
put up under 


Your Own Name and Trade-Mark 


and with every sale you 
advertise only yourself. 


The Bartelmez Go. 


Main Office and Factory 
Franklin, Pennsylvania 


























By 
E. C. THURNAU 


mn Tre KNOCKER 


“TSHE “‘KNOCKER”’ is an offspring of Failure and Envy. He is an 
only child, and like most ‘‘only’’ children, generally spoiled. He 
never reaches real maturity. Success in others hurts him like a tight shoe. 


Wen he grows up he goes into the laundry business, and wherever 

he goes, he carries with him a lot of soiled linen and a clothes line. 
Having no property of his own, and being too poor to rent, he becomes a 
‘‘poacher’’ making his headquarters in the offices of other people. There 
he sets up his tub, stretches his line and remains till you interrupt him 
with a polite invitation to come again sometime when you are not so busy. 


“TSHE ‘“‘knocker’’ always gets business for the firm which doesn’t pay his 

salary. As soon as his own firm finds this out he is retired without 
notice or pay. Nobody wants his company. His employment is danger- 
ous business policy. His words are without fruit. No one places any 
confidence in even the good things he says, for they are attributed to sin- 


ister motives. 


K is a business vandal, continually tearing down without replacing 

anvthing better; an unwholesome creature with a bad heart, and eyes 
that are set so close together that he can peep through a keyhole with 
both of them at once. He can’t look you in the eye for love or money. 


N the quadruped kingdom he would be either a hyena or a skunk—or a 

cross breed. Among the birds of the air he would be a cuckoo in dis- 
position, with a crow’s complexion, while as a reptile he would be a rattle- 
snake. He “‘does’’ everybody, relatives included. Relatives are usually 
his first victims because they are decent enough to place some confidence 
in him. He is the one man who can perform that wonderful contortion- 
istic feat of getting beneath himself. He is as dangerous to a community 


as a leper let loose. 


wees you meet a ‘“‘knocker,’’ don't patronize him. Don’t listen to 


him. Hit him in the place where his brains ought to be, and kick 


him where they are. 
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1906 


Chicago’s Second Annual 
National Business Show 


Including all Modern Business Appliances and Systems 





WILL BE 
HELD AT 




















THE COLISEUM 


March 17th to 24th, inclusive 


COCHRANE & PAYNE 





Management 


Over 100 of the leading companies have already engaged space, proving that the Chicago show will 
be a substantial success. Reserve your space now and show your goods to over 200,000 business men 
from all parts of the world. 


Don’t let this great opportunity to show your goods go by. 
An opportunity sometimes presents itself but once in a lifetime. THIS IS THE ONCE. DON’T 


MISS IT. Get in and double your business. 
Don’t sit back and say, “I’ll wait and see.” Now is the time for you to act. 
The show wouldn’t be in existence today if it didn’t pay the exhibitors. Old and new companies 


are coming in every day. What better proof do you want? 
Your competitors are gaining a lap on you every day you wait to think it over. WAKE UP and 


write today for a marked diagram. 


National Business Show Company 
1734-1735 Park Row Bldg., New York City 


Chicago Office: 421 Monadnock Bldg. 
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cA great opportunity for those who 
know merit when it is shown them 


WE WANT DEALERS 


all over the world to sell our TABULATOR 
attachment for TYPEWRITERS 


Also our Governor Attachment for other 
Tabulators, which are jarring the 
life out of the typewriter. 


CHOICE OF TERRITORY 


to right parties. Send for catalogue and terms. 


We have the only tabulator which has a 
governor—and one that is not a mere toy. We 
control the pioneer putent covering auto- 
matic variable spacing. 

After 13 years’ experimenting and test- 
ing we take pleasure in offering a Tabu- 
lator and Governor Attachment for Type- 
writers, which is considered by experts and 
users of same the most perfect thing of its 
kind ever produced. 





Governor actual size, showing Gears and Brake- Shoes, 
with Cover Removed. 
This will be found a very profitable side 
line for those handling Office Supplies and 
Specialties. Liberal discount to right parties. 


The following are some of the advantages 
of the JARVIS TABULATOR: 


The only tabulator which has a governor. 

The Governor saves the life of the Type- 
writer many years, because it removes all 
shock and rebound, something impossible 
without it. 

Carriage when released travels more 
slowly on longest jump than on ten spaces. 

Tabulates with or without commas. 

Operator can jump to any whole number 
or fraction in one operation. 

Will save its price in a few months for 
paragraphing and envelope addressing alone, 
saying nothing of its work in tahbu/lating. 

Exclusive territory to those who will 
write quickly. Don’t delay. Territories 
are being rapidly taken. Write today. 


Jarvis Typewriter & Tabulator Co. 
792 Ellicott Square, BUFFALO, N. Y. 
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JAMES BARTLETT HAMMOND 


PRESIDENT 
HAMMOND TYPEWRITER COMPANY 
New York City, N. Y. 
(Inventor of the Machine ) 
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SALESMEN AND SALESMANSHIP 


BY C. V. ODEN, 


Formerly Manager Underwood Typewriter Company, Chicago. 


Men Who Manage Men. 

Every manager should be a practical salesman, 
for without personal experience he cannot be in 
sympathy with his salesmen and is therefore not 
in position to advise and direct them. He can 
only command and retain their respect by being 
able to ‘‘lead the way’’ and ‘‘deliver the 
goods, ’’ 

Selling Ingredients. 

Salesmanship is the power to influence, direct 
and control. It is based on knowledge and con 
fidence; knowledge of your business; knowledge 
of your goods and knowledge of human nature. 


Confidence in your business; confidence in your 
goods and confidence in yourself. This will 
stimulate energy and enthusiasm on your part 


and inspire confidence and trust on the part of 
your customer, 

Salesmanship is the most profitable and reli 
able resource a man can possess, and a salesman 
is the most important factor in the commercial 
world today. He is the connecting link between 
the manufacturer and the consumer; he pays the 
salaries and other office expenses; he keeps the 
machinery of the business in motion; he makes 
it necessary to increase the capacity of the fac 
tory, and it is through his efforts that the dire 
tors are able to declare dividends for the stock 
holders. 

There is a vast diflerence, however, between a 


salesman and an order-taker; the former re 
quires knowledge, confidence, energy, courage, 
tact and determination, while the latter should 


at least be able to write a legible hand. It re 
quires effort and energy to find a customer; 
courage and confidence to approach him; know! 
edge and understanding to interest him; and 
tact and determination to secure his autograph 
in your order book. 


How to Acquire Force. 

Experience teaches that a successful type 
writer salesman is indeed a scarce article, and 
I believe it is due largely to the fact that he 
is not properly trained and treated. A man is 
employed who has perhaps had no previous 
knowledge of the goods to be sold; he is as- 
signed to a territory; given a catalog and 
started out. This is radically wrong. Every 
salesman, before he is permitted to approach a 
customer, should be thoroughly drilled with 
reference to the principles and construction of 
his wares. He should be taught the require- 
ments of an adding machine or typewriter if 
selling such a device; the special advantages of 
the machine and the best manner and method 
of demonstrating them. Before starting out he 
should take himself into a corner, as it were, or 
the privacy of his own home, and place himself 
in the position of both the customer and sales- 
man and sell his customer-self a machine. He 
should teach himself the value of the typewriter, 
adding machine or other office appliance as a 
factor in business and point out to himself their 
adaptability to his particular line of work and 
the special advantages of each. He should then 
place himself in the position of a competitive 
salesman, and honestly and earnestly try to 
break down his own arguments with reference 
to his own machine; and if he thinks his com- 
petitive-self has presented a better proposition 
to his customer-self, merit alone being consid- 
ered, he should buy the other machine, and that 
is the machine he should sell. Don’t pull 
against the tide of your convictions; don’t 
struggle uphill when you can work on the level; 
don’t handicap your ability by trying to force 
yourself against your own judgment; don’t work 
at cross purposes. Your mind should always be 
the director of your actions or your heart wil 
not be in your work. 

The Secret of Success. 

Knowledge and confidence are the basic prin- 
ciples of success in business. You must know 
yourself; you must believe in yourself, and you 
must trust yourself. If you do not believe in 


yourself others will not believe in you. If you 
cannot trust yourself it is folly to expect others 
You must be thoroughly acquainted 
with your line of business. You should know all 
the uses to which your machine is adapted, and 
should constantly study its possibilities 
and endeavor: to develop new uses. There are 
fields yet undiscovered, which, by 
cultivation will yield a profitable harvest to an 
active, ingenious salesman, 

A typewriter or adding machine salesman 
should know his machine from the sole of its 
rubber feet to the crown of its cylinder head. 
He should know every screw, part and principle 
in its construction; he should know its capacity 
for all kinds and classes of work, and he should 
be able to practically demonstrate its superiority 


To do so. 


you 


a thousand 


over other machines. Too many salesmen limit 
their knowledge to the study of a catalogue. 
This is wrong. The catalog should be used by 


C. V. ODEN, 


the salesman only as an aid to the study of the 
machine, it is intended only to prepare the cus- 


tomer for the salesman. Be original; present 
your own argument in your own language. 
Whenever you use the language of a catalog 
that a customer has seen and read you weaken 
your case; what he wants and has reason to 
expect of you is something over, above and 
beyond a catalog. 

Nor is a thorough knowledge of your own 


machine sufficient; you should know all about 
competing machines. This is not for the pur- 
pose of attacking them, for that is not salesman- 
ship, but in order to be able to draw an intel- 
ligent comparison and to answer all questions 
regarding them to the satisfaction of your cus- 
tomer. Never individualize when you speak of 
your competition; when you do so you advertise 
them. 
The ‘‘Best’’ Is Yours. 

Don’t do yourself the injustice of trying to 
i which you do not believe. 
your opinion, and 


machine in 
is one best 


sell a 


There machine, in 


that is the one you should sell. Don’t try to 
convince others ‘if you are not yourself con- 
vineed. You must work with your head, hand 
and heart: that is a combination that will not 
fail. You cannot have feeling in your voice 
without vou have it in your heart. It is not 


< nough to do a thing well, but you should strive 


with vour utmost energy to do it better than it 
vas ever done before. You can’t sell goods 
with cold feet; you must have a clear head and 
a warm heart. You should cultivate enthusi- 





asm, for that is an element of success that is 
contagious, Strive to excel in everything you 
undertake, The man who is not ambitious to 
do so will be a failure. The commercial battle 
of today is far too strenuous for an indifferent 
salesman or manager to make a success, 

Calm Arguments Most Forceful. 

A salesman should never show excitement; he 
should never talk in a loud voice; he should 
avoid as much as possible attracting the atten- 
tion of anyone in the office except those with 
whem he must do business. It is the calm, 
sober, sensible argument that is forceful, im- 
pressive and convincing. He should always re- 
member that he is talking for a purpose and 
that purpose is to direct and influence. It is not 
so much what you say as how you say it. Don’t 
talk at random; have something to say, know 
how to say it, and when said stop talking. It 
is not an uncommon error for a salesman, 
through bad judgment, or because he is lured by 
the melody of his own voice to talk beyond the 
point, and after convincing a man he con- 
tinues until he bores and finally disgusts him. 
Study your customer as well as your machine 
and when you see an order in his eye, get his 
signature in your book. 

Never oppose your customer in matters not 
pertaining to your own business, rather humor 
him, if possible, by agreeing with his. This 
will not only please him and flatter his vanity, 
but it will make him more ready to listen to 
and agree with you. 

Never misrepresent your goods; when it be- 
comes necessary to do so it is time to quit the 
business, or secure another line that does not 
require misrepresentation, We all make mis- 
takes, but the man who persists in making them 
is either a fool or dishonest. You are employed 
to represent a company, not to misrepresent it. 
If you are right, you can -prove it; if you can’t 
prove it the chances are you are not right. 

Wishbones vs. Backbones. 

You can’t succeed as a salesman with curva- 
ture of the spine; you have not only got to have 
a stiff backbone, but a straight one. Too many 
salesmen have a wishbone instead of a backbone, 
and therein lies the difference between desire 
and determination; between indifferent and genu- 
ine success. The business man of today has an 
X-ray eye, with which he can see clear through 
you, and if there is ignorance, deceit or dishon- 
esty in your make-up, he will detect it at once, 
and just that instant you are down and before 
you are able to recover yourself you are counted 
out, and the order declares the other fellow 
the winner. 

A wise salesman, if he finds it necessary to 
speak of vulnerable points on his machine will 
tactfully and gracefully turn the attention of 
the customer to other points. He should never 
attempt to argue against reason. It is not only 
folly, but in doing so, he weakens the whole 
force of his presentation of the many excellent 
and superior features, When a salesman talks 
against reason he either shows his own ignorance 
or presumes upon the intelligence of his cus- 
tomer, both of which will be resented. 

System in Selling. 

Present your arguments systematically. Don’t 
hurry through your demonstration; neither 
should you unnecessarily consume the time of 
your customer; show him by your direct methods 
and pointed presentation that you are there to 
save his time, not to waste it. Don’t monopolize 
all the conversation; give your customer an op- 
portunity to express his views. If he appears 
indifferent and you are unable to ‘‘size him 
up,’’? ask him a few pointed questions after this 
style: ‘‘Do I make my meaning clear to you?’’ 
‘‘Ts not that a common-sense proposition?’’ 
‘‘Ts not that statement in harmony with facts 
and reason?’’ ‘*Can you imagine any better 
way in which that might be done?’’ ‘‘Is that 
not better than you have ever seen it done on 
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any other machine?’’ ‘‘Now since you offer no 
objection, I take it for granted that you ap 
prove all I say.’’ 

I have found it an excellent plan to have a 
printed list of the advantages of a machine, 
which ineludes all the requirements, This is a 
wonderful help; it prevents your overlooking 
anything; it offers suggestions to your customer: 
it prompts him to ask questions, and it encour 
ages you to study your machine more closely, in 
order that you may be able to defend your 
claims. Don’t pass a single point until your 
customer agrees with you that it is superior to 
anything he has ever seen. He will do it: he 
ean’t help it, for it is only a matter of properly 
presenting facts. When he agrees with you 
check it and pass to the next. When you are 
through you will find that you have a record of 
your work, and it will show that your customer 
has confirmed all your claims; after which it 
should be an easy matter to secure his order. 

Our Friends—The Enemy. 

Take especial pleasure in demonstrating your 
machine to competition, for the reason that this 
weakens them in their position; destroys the con 
fidence they have in their goods; proves to them 
conclusively the superiority of your machine, 
The day is never too long, nor too short for 
that matter, to demonstrate your machine to 
either friend or foe; for in doing so it strength 
ens friendship and weakens the force of foes. We 
are right and we are able to prove it. I don’t 
believe in generalizing; I don’t believe in 
a shot gun when you can get a rifle; it scatters 
too much and loses force. It may require a 
more skillful hand; a keener eve and a 
nerve, but the results are far more 
Don’t fire at random, nor into the air; nor 
ply to hear the report of the gun, but have an 


object at which to direet vour aim, and have 
sufficient to know that 


using 
~ 


steadier 
effective. 


Sim 


confidence in your skill 
you are going to hit the bull’s eve 

When I speak of confidence it is with a full 
knowledge of the difference between confidence 
and eoneeit; the former is based on facts and 
faith, while the latter is but fancy, fallacy and 
fietion. 

You should endeavor to gain the friendship 
of every customer, as well as to secure his order, 
The latter is ready money, but the former is 
invested capital that will quickly compound 
itself. Show your customer that you appreciate 
his order, but leave him with the impression 
that the favors and benefits derived from the 
transaction are mutual. A satisfied customer, 
and one who is willing to express his satisfac 
tion, is the best advertisement and the strongest 


THE NEW ADDING ATTACHMENT 
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Keep A-going. 


your ¢ ompetitor or 


quires hard and persistent effort should strength 


he will study the 
cause that prod iced the effect of failure. 


Price Cutters and Tent Dwellers. 


seeking ways and 


manipulation or misrepresentation is not 


will not only prove a disappoint 


too many tent-dwellers in the selling 


goes well with them through the springtime of 
' prosperity, but 


strike their tents, 


are foreed to decamp. 


the commercial 
and resolution that 


common-sense, 


What a Manager Should Be. 





where ‘ ympetition is the strongest, and the 


battle is the fiereest. He should never ask his 
men to do that in which, if necessary, he is not 
willing to lead the way. He should keep th 
edge of their energies sharp and the tensio 
of their enthusiasm keyed to the limit. He 
should teach them by example to mix brains 
with effort. He should not allow the element 
of doubt to exist in the organization. No man 


can work without his heart is in the cause: 
nor can he inspire confidence until he himself 
possesses it. 

The manager or salesman who is satisfied or 
ontented with his position or business is a 
weak link in an organization. He is asleep 
and should be wakened I don’t mean that he 
snould be a fault finder, a kicker or a ‘‘rag 
chewer,’’ but he must realize the necessity of 
activity and eternal vigilance if he would keep 
step with those who are responsible for the 
momentum of the business. He must realize 
that he is worth no more than he is able to 
prove; that he is the creator of his own con 
ditions; that if he would ride in the ‘‘ band 
wagon’’ he must blow a horn or beat a drun 
very improvement we enjoy is the result of 
dissatistaction, 

Room at the Top. 

There are no elevators or other hoisting 
devices in the modern selling business, and the 
only way to reach 
that is the only position in the brain and 
that is not already well filled 


the top is to elimb, and 


muscle market 

Salesmanship requires a higher grade of gray 
matter, commonly known as brains, than any 
other ealling in which man ean engage. The 
man who can influence others is the man 
amongst men. The man of ideas is the man 
n demand. There is always a demand for men 
who ean assert themselves; men who can do, 
no matter what stands in the way; men who 


have power to accomplish, in the struggle of 


man against man. It is truly the survival of 
the fittest: merit is indeed the measure of man, 
le 


and our dimensions are reckoned by the results 


we are able to proa cf 


Success requires a clear head, a steady hand 
and a strong heart You can’t burn midnight 


oil without eonsuming daylight energy. You 
can’t booze all night without a desire to snooze 


all day. You ean’t dissipate in any way with 


out danger. You ear 


‘t impose on nature; you 
must conform to her laws; they are immutable 


and will assert themselves. 
These facts have been learned in the school of 
regret: 


= 


You can’t build a fire with the fuel all wet. 








MACHINES AND BOOK TYVEWRITERS 
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COMPETITION AND SALESMANSHIP 


The business world is divided into two great 


making and selling, production and dis 


classes: 


tribution. Millions of dollars—billions of dol 
lars, the minds of countless thousands of 
men, and the brain and energy, have been ex 


pended in the production or manufacturing of 
goods. Almost all the sciences known to 
kind been brought to bear on that 
of business and as we see it now we believe it 


man 
have part 
is almost perfect. 


Price Cutting. 


The manufacture of modern office appliances 
is a comparatively modern business. It has 
not been many years since these were given 
birth, and were brought forth. And as they 
came forth they gave response to a long felt 
need. And the first to give to the world were 


able to get their price and reap the Just har 
vest. As to that harvest, manufacturers er 
tered into that same field and commenced manu 
and 

and closer, 


things competition 


and closer, 


facturing the same 


started up, getting closer, 


until finally they got right square up against 
each other’s hair and are pulling it now, cut 
ting prices. The weaker side of man predomi 
nated. Price cutting on an article is an a 
knowledgment of weakness. It is an acknowl 


edgment that the other fellow is a better man 
than you are; that you cannot meet him in 
open competition, or that you are afraid he is 
going to offer the goods at a less price, and 
then you cut the price. Instead of facing the 
true method of carrying on successful business, 
they have gone right into this question of 
prices and the result of that thing more than 
anything else is evidenced in the records that 
show that ninety-five per cent of business men 
who fail, not necessarily go into bankruptcy, 
but they do fail of achieving genuine permanent 


I will tell you that the brains 


And 


success, 


of the world today has been focused upon the 
other side of the business world the selling 
side. 

You are right up against the necessity for new 


methods of disposing of your goods for a profit, 
and if you cannot get the profit there is no use 
of continuing in You are 
of determining methods and plans and ways of 


business, competent 


eonverting your goods into profit. The ques 
tion of cutting of prices or that plan of con 
verting goods into profit has not proven a very 
powerful success at the present time, and it is 
a question of the study of methods that are 
needed, that will be up-to-date, that will be 
correct, if you please. 

In studying the situation I think you will 
all agree with me it is not nowadays so much 


the cost, but the relative merits 
It is simply the question of the 
behind the 


the que stion of 


of the goods. 


man behind the gun, for the man 
gun knows his gun and he knows his ammuni 


tion. and he knows that when he once aims he 


will hit the target. It is a question, gentle 
men, really to educate the employees to the 
costs and prices by the employers of men who 


are at the head, at the helms of the ships of 
commerce, 
Selling Abilities. 


remarks that will have 


I want to make a few 
a direct bearing upon the question of ability, 
that if you make the will take 
eare of themselves. If the man has a thorough 
going to @ 


man, the sales 


knowledge of the cost he is not t 


your prices, he is going to convert your goods 
into profit. After looking into the situation, we 
find that the basis of all our relations is con 
fidence If you do not inspire confidence on the 
part of your institutions you are going to have 
trouble in converting your goods into profit 
We find that confidence rests directly upon per 
sonality the pe rsonality of the institut mn, 
which is a composite of the’ pe rsonalities f 

connected with that institution, fron 


evervl ody 
the president to the office boy. 

Salesmanship is the power of persuading peo- 
Salesmanship is the power of 
ybserve 


ple to pur hase. 
peop ec. 


power 


want to 
It does not 


and we 
from, 


persuading 


that 


comes 


w here 


BY J. D. KENYON, 
Of the Sheldon School. 


Being an address delivered before the Na- 
tional Association of Office Appliance Manufac- 
turers of America. It is well worth the reading 
by all interested in the manufacture and sale 
of modern appliances. 





come merely from the ability to present an out- 


ward expression of power! We find that this is 
a direct outgrowth of the development of the 


positive forces of men of character and of 
health. By character I do not mean simply the 
morals of men, but I mean that central magnetic 
force of true manhood which is better than all 
the benefits of composite forces of body, mind 
and soul. And by health I do not simply mean 
the ability to eat three square meals a day, but 
[ mean that condition of the body and mind 
which permits the development of the positive 
forces of men, the force of power—the force of 
the power of persuasion, if you please, the 


forces which will overcome any questioner of 


prices. 
I will give you very briefly some things that 
I think we as business men need to study, and 
to study not only now but all through life. 
Character Development. 
I want to emphasize most thoroughly and 


that the salesman is 


simply the outgrowth of the 


positively power of the 


deve lopment of the 


three forces within the man—body, mind and 
soul. We should study the character of men. 
We should study the development of the in- 
telleet We should train the five phys al senses 


so that we can see more, hear more, taste more, 


and so on, We should study the process of 
judgment. We should study the process of the 
developing of the general reasoning. We should 
train our senses and can train them just ex 
actly as we can train the muscles by exercise, 
We should train ourselves down to do the busi- 
ness, Now it is true in any business. Even 
before the electric light was ever given to 
the world it was conceived by Edison. sefore 


any improvement is made in your | 
think it out. If any 
think it out. An imagination 
developed and trained We should 
faculty of bering—the 


instantly the names of men, 


isiness you 


must invention is made 
the inventor must 
should be 
develop the great 


ability to recall 


remen 


dates, figures, faces, and everything of that 
kind. Another vital requisite is the develop- 
ment of the will pewer. I will tell you, gen- 
tlemen, that many men are successful because of 
the fact that they have developed to a large 
extent the faculties of the will 

The world is full of men who, although they 
have something important to do, they will put 
it off until tomorrow. We should be prompt. 
We must develop the will power, the power of 


choice and action. These things are important 
to us as business men because they are the gen 
erators of the power that gets customers. 


The ambitious man 
nothing can stop hin Ambition 
activity. Conscious of its 


We must have ambition 
will 
floats upon the air of 


it tarries 


succeed: 
road till at last it 
vet heroic, 
if plunges ahead and 


along its 
brink 


power 
trembles 
with an 


upon the of success, ve 


and inspiration 


succeeds, 


We need the power of the initiative in busi 
ness, and we ne ed a little more life in business 
principally life. The man who goes on the 
road has got to have that power Hie has got 
to make the men feel it in his handshake. In 


order to do that you must have goods of quality 


so that the man will be able to tell the truth. 
We want to have a little more reverence in 
business—reverence for the great things great 
men have done, and as we elevate our own 
ideas we can elevate the ideas of those around 
us. If you want to get your prices you have 
got to have that power, and I want to tell you 
that that power comes from a development of 
the positive forces of body, mind and soul. 
Health is of great value in business. Many 


and many a man has wrecked his business be- 


cause he has not paid attention to his health. 
[ am more and more impressed with the appear- 
ance of the healthy man. The healthy man has 
more confidence. It gives him a better stand- 
ing among his fellow men, and this is developed 
by paying attention to the laws of health. There 
are so many men that go in business and achieve 
a pretty fair success, and just when they are 
ready to step up into higher success they drop 
out and leave it to somebody else to reap the 
harvest. 

Salesmen should develop personality. By de- 
veloping the personality it will give the morai 
force which will enable him to command prices. 


Character Reading. 


Now there are just a few other things that 
are necessary to back him up. He must read 
the other man. He must understand character 
reading. He must know if he can appeal to that 
man’s head or his heart. Seventy-five per cent 
of the business that is transacted in the world 
today is done by talking to the heart. Another 
thing that we need is to understand the 
principles of logie as applied to business. If we 
are able to state our case so that we can take 
up the points and present them logically, I want 
to tell you that we can make that man forget 
about prices. If your selling talk is good and 
strong and interesting, you can keep that man’s 
mind from the question of prices and make 
him want your article, 

The electrician is a poor one who does not 
understand the dynamo; a business man is a 
poor one who does not understand his engine. 
There are those who do not realize that great 
strides are being made today. There was a 
man who was an engineer up in the mountains 
of Tennessee, and there was quite a peculiar old 
character there, an old judge that had never 
been more than twenty-five miles away from 
home. This engineer came back one evening 
from his work and he saw the old judge reading 
a paper about two weeks old. The engineer 
said his engine needed repairing, and that he 
had been reading the testament. He laid the 
book on the table. The engineer sat in a chair 
and was about to go asleep when the old judge 
came in and looked at the book, then at the 
man in the chair. The young man did not want 
the judge to know that he was awake. The 
judge took up the book, turned over a leaf and 
read a little, then turned over another leaf, then 
he turned the book around and looked at the 
title and again went to reading. He seemed 
absorbed in something he was reading, and the 
engineer stretched himself and opened his eyes 
as though he had just awakened. He asked the 
judge what he was reading and he replied: 
‘*Why, I was just reading this here—say, ain’t 
they just raising hell in Jerusalem!’’ 

That is just about how you find many business 
men today. 


Personalities of Organizations. 


The men who represent you on the road, who 
represent your business, they should have men- 
tal aptitude to a very marked degree. If they 
don’t represent the personality of the institu- 
tion, there is a place for them on the lumber 
pile, and lumber is getting mighty searee, Get 
busy with yourself so that your men will have 
mental aptitude so that they will be competent 
thinking men. That was a thrilling thing we 
all read about which oceurred not leng ago: 
here is this mighty, magnificent Russian fleet 
which travels thousands and thousands of miles 
to destroy Japan’s fleet. The Japanese had been 
busy looking over every bolt, every screw, train- 
ing the eye, getting judgment and getting cool- 
ness, getting confidence and getting nerve. Then 
the time came. They were ready. They were con- 
fident of results. There is no power on earth that 
could have beaten Togo that day. And when 
those fleets came together, amid the flash and 
the smoke and the roar of the battle, there was 
the calm confidence of the commander, . When 
the smoke cleared away there was the Russian 
fleet, that magnificent fleet, gone, and the Japs 
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were practically unscathed. What did it? Or- 
ganization, knowledge, intelligence, up-to-date 
methods, practice; these developed power, devel- 
oped confidence. 

The Road Man. 

Just a word in regard to the men that are 
on the road. The average man believes that the 
house is making a tremendous profit. The rea- 
son of that is that you have not trained them 
sufficiently as to the expenses of doing business. 
They do not understand the cost of doing busi- 
ness. When you have instructed your men with 
these things, I want to tell you that they are 

ing to get the right price. 
= ’ Shysters and Ss. 

The profession of law is a wonderful profes- 
sion and they have developed men of power and 
men of influence, and they are professionally 
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adequate. There are professional and there are 
unprofessional men; there are lawyers and there 
are shysters, but a lawyer won’t do a disgrace- 
ful act. A doctor would not do an unprofes- 
sional thing; a quack will. A salesman would 
not do an unprofessional thing; an order-taker 
will do it. It is a question of whether you have 
salesmen or whether you have order-takers, 

I want to tell you that there is going to be 
a change. There will be competition, yes, but 
it will be a healthy competition, and it will be 
a commercial crime to meet competition by cut- 
ting prices. 

Cultivate Faith. 

Cultivate faith and believe that there is a 
God. Cultivate faith that we can accomplish 
anything, that we can and that we will do it. 
Cultivate faith in your fellowmen. Cultivate 


faith that your goods are the best in the world. 
And I tell you, gentlemen, that the man who 
does not believe that is a doubter and he is 
going to cut your prices. Because you don’t 
back him up right with those progressive meth- 
ods he is not going to have that faith in the 
house. The time that is dawning now is the 
time of faith—the golden dawn of faith, of 
faith in God, of faith in self, of faith in men, 
and of faith in the house, and then all men will 
join the chorus and sing the song the words 
of which you may not remember. The chorus 
of that song is this: 


‘*Go on, go on, go on, go on, 
Go on, go on, go on, 

Go on, go on, go on, go on, 
Go on, go on, go on.’’ 


THE SURVIVAL OF CARD RECORDS 


The above caption is inspired by the June 
article in ‘‘Office Appliances’’ threatening the 
extinction of cards in today’s business offices, 
and substituting therefor loose leaf books for all 
purposes. 

To quete: ‘‘After loose leaf methods have 
been given as much publicity . . . it is 
doubtful if card systems will continue to be 
used by anyone, for any purpose.’’ 

If there is any factor common to modern 
business practice, which has been the target 
for more adverse criticism than any other, it has 
been Card Record Systems. 

All of us will freely grant to the detractors 
of the latter that book records of all kinds far 
antedate the introduction of cards. In fact, 
book records began so long ago that, coming 
down through the ages, they have not left in 
them enough virility to even put up an open 
and uare fight against their adversaries, 
hence it is that the broad-shouldered young 
giant of office facility has hurled at him all 
manner of silly anathema, but the shock is al- 
ways withstood and he comes back to his winded 
antagonist with redoubled vigor. He’s a very 
Goliath—this stripling of a few years—and 
when Card Systems enjoy the advertising pub- 
licity given to loose leaf books, there will not 
be a necessity for so much space-filling matter 
for the latter,—on account of the narrowing of 
the field. 

Far be it from me to predict the total anni- 
hilation of loose leaf books by cards. 

Loose leaf books will survive for purposes 
which they serve best, but any claim that card 
systems will frazzle out is rot. 

All of us know that the past eight years have 
marked more progression in office methods than 
the prior eighty, and the march is being rapidly 
accelerated as the office principals of a genera- 
tion ago are giving way to the fresh young 
talent of the business man of today. No en- 
dowment to this astute latter fellow has been 
so valuable an aid to the accomplishment of 
things to be done as have Card Record Systems. 

The high status of Card Records, today, has 
not been of the ‘‘flash in the pan’’ order. En- 
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countering untold opposition from two sources 
—prejudice from the office man, and fierce on- 
slaughts from book makers, they have certainly 
been tried out, but, inasmuch as the progression 
of office economics, like other factors making 
for human progress, can never be halted, cards 
have kept step until today even far-off Japan 
and South America respond to the impulse set 
going by Card Kecords in American business 
offices. 

A contradiction cannot be made to the asser- 
tion that there is not, at this time, a representa- 
tive concern in the United States which has not 
cards in use for one or every purpose for which 
they are a specific. 

There are thousands of business offices all 
over the land which would suffer an untold 
‘*slump’’ were they compelled to forego card 
aids. 

An occurring instance is of an institution do- 
ing an international business of immense pro- 
portions who carry everything, except the cash 
and bank balances, on the 300,000 little 5x3 
ecards they have in use. Such parallels can be 
multiplied,—the only variation being in degree. 
Were the aforementioned concern compelled to 
install books in place of the cards, they would 
find themselves in the position of the man who 
has just missed the ‘‘Liner’’ and had to take 
the ‘‘tramp’’ steamer following. 

Aside from all other good things said of cards, 
they are a compelling force for System in the 
office. Books can be neglected, but you cannot 
disregard the insistent demands of ecards for 
their portion of activity. They are after you 
all the time—they cannot be escaped—and, after 
all, system in everything has to be compelling. 

Did you say there is too much system, and 
that you would live a happy life as an unsystem- 
atie man? Would you be one of the world’s un- 
systematics, whom we always have with us, and 
who has existed in considerable degree ever 
since the years began, to add his portion of 
misery to the other ills afflicting mankind—oft- 
times utterly ruining whatever of complacency 
is gained by his brother men in the usage of 
beneficent systems? 

What a pity that the Creator of this sphere 


did not evolve a chaotic world somewhere, and 
people it with the unmethodical, where they 
might have lived and died; happy in having 
escaped their ‘‘system’’ adversaries; while the 
latter, in sole possession of this old earth of 
ours, would have been left free in their pursuit 
of the higher rewards issuing from the harmoni- 
ous blending of the whole people into a grand 
composite force: System. 

Hiow unfortunate for the unsystematics that 
they have to inhabit our planet and constantly 
suffer from the impositions of that diabolical 
individual, System! Why was there a Solar 
System created to impose on them a chief bur- 
den? Old Sol systematically routs them out of 
bed every morning—while the fading Luna 
warns them that it’s time to give up midnight 
dissipation. 

For the benefit of the unsystematics who have 
found havens of delight in jumbled books we 
tender to them the consolation that their per- 
sonal record which we hold against them, con- 
tained on the ubiquitous card, will be instantly 
transferred from the ‘‘open’’ to the ‘‘dead’’ 
file when they embark. 

Pardon the digression, but seriously, perfect 
system is well nigh impossible in the modern 
office which confines all of its records to books, 
bound and loose leaf, and, as users learn the 
proper adaptation of cards to their needs the 
sphere of the latter will be continually broad- 
ened until ultimately the preponderance of all 
kinds of information will be found engrossed 
upon the face of American Index Record Cards. 
While card indexing has already covered many 
circumstances there yet remain untold fields for 
its application into Twentieth Century avenues 
of commercial, scientific and governmental ac- 
tivities. 

‘*Ask the man’’ who has used a properly in- 
stalled card system for the dispatch of his busi- 
ness. If you get anything but an enthusiastic 
affirmative, book records will be entitled to 
score, 

No need to defend cards in detail—they are 
their own attorneys. Cards are not a fad. They 
have come to stay, and they will stay because 


they are useful—in many cases indispensable. 


GOVERNMENT ECONOMY 


The Keep commission in its investigations of 
the business methods of the federal departments 
has unearthed another rich mine of possible econ- 
omy. It appears that the purchase of supplies 
under the present system of purchase by each 
department has resulted in some startling dis 
erepancies in the prices paid, one department 
paying sometimes twice as much as another de- 
— for the same article at the same time. 

ot only is this an expensive way of doing busi- 
ness, but common experience shows that unregu- 
lated purchase by single departments is always 
conducive to waste of supplies. There is no rea- 


son to be careful when there is no central over- 





sight and no one to check and compare the con- 
sumption of pens, paper, ink and the thousand 
and one articles of common use one year with 
another. In a business so vast as that conducted 
at Washington the aggregate loss through sepa- 
rate purchase at various prices and through waste 
in use must be enormous. 

With a central purchasing agency these losses 
could be eliminated or greatly diminished. Waste 
by carelessless in use there will always be; but 
there is no reason why the government should 
not get the benefit of purchase in large quantities 
by experts acquainted with the market. It may 
be retorted that this system would open the door 


to graft. No doubt it would; but it is doubtful 
whether the door would be often used. The very 
fact of the possibility of graft would tend to in- 
duce the appointment of men superior to it and 
to induce vigilance on the part of others, It 
would fix responsibility and by concentrating at- 
tention on a single point would make conceal- 
ment difficult. The fact is that the present sys- 
tem is far more open to suspicion. No one pays 
much attention to supply accounts. They form 
too small an item in the business of a department. 
Concealment is not difficult. It was this that af 
forded Machen his opportunity in the postoffice 
department, 
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OUR SUPPLEMENT. 


The few advance proofs of our December Sup- 
plement (THE KNOCKER, Oopyright, 1905), 
which were sent out to a selected list of General 
and Sales Managers, have brought us a number 
of requests for quantity orders. In order that a 
copy of this very appropriate Supplement may be 
placed in the hands of every salesman, with a 
request to ‘‘remember that ‘the knocker’ only 
gets business for the other fellow,’’ we have 
extra copies, printed in two colors, on good 
coated paper, suitable for framing. Send in your 
order at once before the supply is sold. 

Think a moment—isn’t there good use you can 
make of 50 or more copies? 





Speaking of ‘‘knocking’’ After you have 
completely ‘‘killed your man’’ in the eyes of 
his friends, and by some chance you have been 
proved a ‘‘prevaricator’’—does it pay? 





in’s earning power is calculated fron 
brains he is able to 
che ap at their price. 


If a m: 
the amount of 
adding machines are 


use, then 





A GOOD RESOLUTION. 

At a recent meeting of the advisory boar 
one of the larger and well known typewriter 
companies, a resolution was passed, as follows: 

‘*Resolved, That no one in authority in the 
company be permitted, under any cir 
stances, to accept a gift from any subordinate or 
subordinates in the service.’’ 

Such a resolution might seem to some as 
but when one considers its real 
certainly good reason for enforcing such 

It is often the case that a ‘‘testimonial,’’ t 
presentation piece, is co 


ring or passing management 


merits, tl 


gether with some 


by friends of a ret 
to 


which many in the same office are not 
position to contribute, while others do 1 
to, but a refusal on the part of those who ha 
declined stamps them as subjects for talk 


Manv men do not believe in su 
right to such a decis 
at such a rate that 


eriticism. 
gifts, and they have a 
but the fad has grown 


fellows are continually ‘‘broke’’ giving to others 
who are themselves more able to give. 
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£ 

I have read your editorial comment in this month's 
and it appeals to me very strongly. I 
tendency of the typewriter and office 
usiness to get together and it was my adopting 
four years ago when I started in business as 
r agent, that has enabled me to produce the 
store in Utah in that short time, 

We have been trying so hard to secure some first 
lesmen who could sell the various lines 
cabinets and the specialties that we carry, 
years, 
over the country, 
kind of 


when this idea nas worked 
that we will be able 
salesmen, 


I congratulate you on discovering this fact and 


urging it as you have, 


+} — +4 sc ~~ } 
the bueinegs of the 


FFICE 


as I believe that the future for 


SPECIALTY DEALER is much 


greater than that of anything else in the stationery line. 


With 


kindest personal regards, I remain, 


Yours very truly. 
( Leroy MW OBrecden 


AN OPPORTUNITY GRASPED. 


yinted out 


In a recently published article we p 
oked by 


opportunities which were being overl 


hundreds of stationers and others engaged in 
one way and another in the office appliance 
field by not taking a more active interest in 


the handling of the larger and more costly office 


such as typewriters, adding machines, 


levices, 


time recorders, filing devices and furniture gen- 
erally. 

That our suggestion was heeded has been 
borne out by the letters received, all of which 
read alike in tenor, a portion of one being 
given here. Most of them come from stationers 
and local typewriter dealers, and some from 
office systematizers, 

Our subscriber correspondent, who is located 
in one of the most progressive cities of the 
central west, says: 

‘A few years ago I began here as an office 
and factory systematizer, in which work I 
was continually obliged to recommend card and 
filing systems, loose leaf devices, time record- 


and other devices of a labor saving nature. 


ers 
I soon learned that I might as well sell those 
articles which my systems required, as to refer 
these sales to others, so I began to look around. 
Today I have the agency for a time recorder, 
sectional filing cabinets, loose leaf devices and 
other office devices, and am continually on the 
lookout for others. In other words, 1 propose 
to have here a store which will be a ‘continu- 
ous’ office appliance show—an office appliance 
department store, where not only the mental 


but physical parts of a business system may be 


furnished or at least seen in operation. 


Here is the office appliance dealer of the 
future. To his pre sent line he will sooner or 
later add the smaller necessities, pens, inks, 
posters, inkwells, ribbons and carbons, paper 
and the hundred and one little things of the 
office. 

This man is seeing the futur f this busi- 
ness and preparing for it, realizing that now 
is the epoch making peri and the successful 


dealer in this field must in fut know the 





exact relationship which each office appliance 
made bears to all the others, for they all dove- 
tail more or less—they are all inseparable, and 
each but a necessary part of the whole scheme. 

It’s in the air. Conditions are changing. 
Are you changing with them? 





SECOND HAND TYPEWRITEBS. 


It isn’t always easy to secure the agency for 
a typewriter, but that doesn’t mean the sta- 
tioner can’t sell typewriters. The facts are 
he can secure the agency for not only one, but 
all the various makes of writing machines. 
How? 

There are numerous concerns who make it 
their business to buy up old and second-hand 
machines and rebuild them. Often these ma- 
chines are of the latest models and need little, 
if any, repairing or rebuilding. And when they 
do, they are so thoroughly overhauled that they 
are well worth the prices they command. 

By getting in touch with these concerns a sta- 
tioner will be enabled to supply the demand for 
any machine in the market and his efforts will 
be well repaid. 

There are a number of good second-hand and 
rebuilt typewriter concerns. You’ll find most 
of them advertised in this journal. Look them 
up. It will pay you. If you can’t secure an 
exclusive ageney for one machine, get the 
agency for all of them. At any rate, be able 
to fill a ‘‘second-hand’’ order when it comes 
your way. Furthermore, you can actually 
create that demand if you go at it. 





CHICAGO STATIONERS’ BANQUET. 
The Chicago Stationers’ Association has ar- 
ranged for its annual banquet to be given on the 
evening of January 13, at the Auditorium, Chi- 
cago. An attendance of about 300 is expected. 
The arrangements are in the hands of the ban- 
quet committee. 





Subscribers to Office Appliances are ‘‘close 
readers’’—‘‘from cover to cover.’’ 
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AND GENERAL NEWS 





IN THE TYPEWRITER TRADE. 


Atlanta, Ga. 

The Blickensderfer interests are being kept to 
the front in Atlanta by W. 8. Lounsbury, with 
offices in the Fourth National Bank Building. 
The Southern territory has always proven very 
profitable to this company. 


B. C, Butler, manager of the Butler Typewriter 
Co., places the absence of a $600 diamond stick 


pin to the deftness of a small, trim woman, 
dressed in black. The report does not state 
whether Mr. Butler was ‘‘deff’’ to the entreaties 
of the young lady. At any rate the pin is gone. 

S. B. Rowland, who not along left the New 
Haven branch of the Underwood, to take the 


management of the Atlanta branch for the same 
company, reports that he is having considerabl 
success ‘‘in his practice, of curing the blind,’’ 
whatever that means. 
Anderson, Ind. 
Clarence Smelser, of this place, is perfecting 
a feeding roll for typewriters, allowing a contin 


uous roll of paper to be used with single sheets, 
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so that carbon copies are fed on the roll, while 
the original letters are used. A similar device BOOTH OF THE UNIVERSAL ADDING MACHINE CO. AT THE NATIONAL BUSINESS SHOW. NEW 
has been brought out, and is about to be placed YORK we : 
on the market by E. J. Barker, of the Auto 
graphic Register Co., of Chicago. C. I. Alward. of the 1 = 1 for P , sad 
. » O tie if 00 oree, 1s st been placed o spe assionme ork in +i 
Boone, Iowa. completing his third year in the typewriter field. eanament oR ignment work in th 5 
L. 8S. Gildea, who has been the local sales having formerly been in the mail order depart ° I \. Hesler, Jt been promoted from as 
agent for the Oliver Typewriter, has accepted a ment of Sears, Roebuck & ( Mr. Alward is sis t ishier of the Chicago branch office t 
traveling position with the same company, covet doing good siness with a city territor. snlabatd anabider in the oum e oihaas ; 
ing the state of lowa. 7 L. G. Raymer, acting as chief clerk in the 
Chicago, Ill. . number of changes have taken place in t - ffices, has resigned, as stated elsewher 
The F. 8S. Webster Co., of Chicago, have a Oliver organization during the past month, ~aeene Saqettas Ee, 5 ny ESE BS CESS ClSrE. 
quired the entire right to manufacture and sell imong which are noted the following Phe Tyrnewrite: bon 
the ‘*‘Multi-Angle’’ copy holder, formerly made E. Dennstaedt has been promoted from the i : pewrite insyy 1 Company, it 
by the Davenport Company. This copy holder is positior is issistant eashier to be traveling ! aay Hlinois s ‘ ‘ =e ago, is bel yy 
well made and lends itself to a ready sale where auditor 2 pevewow Wy) ne of the original incorporators 
ever it has been introduced. In another section S. E. Read goes fro he general offices to be : K i 6 V g iliness and ther 
of this issue the company describe more fully its assistant manager of the Kansas City branch. - a his partners he business unde 
features in the shape of an advertisement. It is succeeding Charles R. Sparks, transferred i rs ee 2 ve for some years 
sold at retail for $2. Charles E. Graves and Montague Fassett have r. Her been for some t 
+ the Fox rgani Chieago unti ! 
oa cme aaa TW I S ag \ irters were open 
1 ) street \l Henry is making 
S| i f repairs rebul tvpewriters 
* 
! Central Typew r Company, which is 
i! rated in \ s st taking ove! 
business of O. T. Anderson, has found it ne 
sn wing to I in business ! 
to larger quarters, ret Ving to suite 737 
738 of the Postal Telegraph Building. An efi 
sales fore: nas hee! organized, whi Is 
meeting with considerable SUCCESS, M \“\ 
Hat lately with t tockwell-Barnes ¢ 
taken the management f the sales partme 
I lL. Asheroft, manager of the Har 
['vypewriter in Cl g keeps his fhice 
ny ind 5 ible business res S 
s wha indisy Ss Is ! nti ving 
itta f ‘‘la griy we were unable 
\ 1equaint . 
We have ofter f the powers of d 
onstration’’ of ¢t t worthy fellow, H. B. M 
Aly ». Who exhi Arithmograph at 
World’s Fair for t i Sholes Typewriter ( 
His persuasive powers we understood were gi 
fact, they must ha been, for we learn tl 
he iv of Ne r, he took until himss 
ti pmate wiht goes SI Ww hat t 
vers were } f good results. M 
t bul s prosperity, dear M 
ind both live long and prosper. 
It is only recent Mr. MeAlpi 
Underwood orgat tion at Peoria, j s > 
BOOTH OF THE COMPTOGRAPH CO. AT : 


NATIONAL 


BUSINESS SHOW, NEW YORK that isiness * 








Apparently in good health, and working up to 
the last moment, in good spirits and without any 
warning of approaching death, J. W. Dubrock, 
representing the Underwood Typewriter at Au- 
rora, Ill, died about the last of November. 
Feeling tired, Mr. Dubrock took a nap, never 


awaking again. WHeart-failure is given as the 
cause 

The Arithmograph Company, which was re 
cently reorganized, and which acquired the busi 


ness of the Fay-Sholes Typewriter Co., has 
taken the entire 16th floor of the new Majestic 
Building, on Monroe street, in the center of 
Chicago’s business district. These quarters 
wil! be used as the executive offices of the com 
pany, together with a retail selling department 
for the Chicago territory. 

The general offices of the company, which are 
now located in the factory at 127 Rees street, 
will be removed December, so that the 
new quarters will running in full swing by 
January l. , 

One of the busiest offices in the middle West 
territory is that of the Typewriter Emporium, 
on La Salle street. No matter what time of the 


year, or portion of the this 


day, one calls at 


store, everyone in the establishment seems to 
have something to do’’ and is ‘‘doing some 
thing.’’ In faet, Mr. Shipman, the proprietor 
of the establishment reports that business has 
grown at such a rate that additional quarters 
were necessary wl were secured over th 
store, w h, b vay, is now about thi 
reta pewriter on La Salle street 
l vriter row 
Cleveland, Ohio. 

Cle nd, along with other larger commercial 
points, « boast of a ‘‘typewriter row.’’ On 
Decen 1, the Remington Company moved 
their 1 juarters 108 Prospect street, where 
they W V ra increased floor space, This 
will make the ‘‘row’’ more compact than « 
Wit! distanes f one block ean be found 
the Remington, Underwood, L. C. Smith & Bros., 
Smith Premier, O] r and Elliott-Fisher The 
new lease to the Remington covers a period of 
to r 

S. L. ¢ wl s one of the pioneer type 
writ gents, has more recently ventured into 
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rHE BURROUGHS ADDING MACHINE CO. AT THE NATIONAL BUSINESS SHOW, NEW 
YORK. 
ding machine business, as is ited else Humane Society here, and stole a new type- 
writer. 
Des Moines, Iowa. Detroit, Mich. 
recent suit brought against the Jewett Asbury O. Leonard, who is connected with the 
iter Co. by Thos. D. Morley, of Mentor, Joeal ageney of the Underwood Typewriter Com- 
not been decid An official of the pany, has gone to court to secure the return of 
makes the statement that the applica- fifty shares of the capital stock of the Ditzler 
receiver was done to harass the com- (olor Co., Nos. 18-24 Baltimore Ave. West, as 
is not bi nt good faitl well as the payment to him of the dividend 
about to be declared by the company. 
By taking an impression of the lock and manu Leonard says that the stock, which is of the 
a key to fit it, professional burglars par value of $500, but is now worth $1,000, was 
the building oceupied by the pledged by him to Charles Roth on October 30, 


DER 
YORK 


| 


‘) 


vy 


gained entrance 





rut 


1902, to secure a note for a loan of $500. He 

has long been ready to pay the note and inter- 

est, he says, but Roth will not return the stock, 

which has been transferred to Roth’s own name, 
Danville, Ill. 

The central Illinois territory for the Oliver 
Typewriter will hereafter be covered by Row- 
land F. Gones, with headquarters at Danville. 

Derby, Conn. 

As a result of a coid contracted at the recent 
National Business Show at Madison Square Gar- 
den, Mr. Perley Dupuis, a salesman and road 
agent for the Williams Typewriter Company, 
died November 14 of pneumonia.. Although at 
first he had only a mild attack, he got up from 
his bed before being entirely well and had a 
relapse, resulting in his death. 

Mr. Dupuis had been with the Williams com- 
pany for a number of years, having worked in 
almost every department in their factory, and 
about a year ago started on the road selling 
machines, making a success from the beginning. 


Hartford, Conn. 

Ralph E. McCausland, who has been foreman 
of Dept. No. 24 in the Underwood factory, has 
gone to Rockford, Ill., accepting a position with 
the Barber-Colman Co. 

+ 

Wilber J. Powers, who, for the past ten years, 
has been doing office work with the Scottish 
Union Insurance Co., has accepted a ‘position 
with the Underwood Co. as salesman. 





Ilion, N. Y. 
The troubles of the Yetman Typewriter 
Co., which recently went into the hands 


of a receiver, are being straightened out, and 
it is most likely the company will resume the 
manufacture of this machine very soon, 
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Henry C. Sefton, for some time employed by 
the Remington Typewriter Co. here, died in 
Utica, N. Y., November 5 

~ 7 . 

Arthur Brokop, who has been traveling 
through Europe for some months past, has ac- 
cepted a position with the Remington Company. 


A very handsome engraving of the Remington 
Typewriter works is being sent out by that 
company, showing the large advertising sign 
erected on the line of the New York Central 
Railroad, and reading: ‘‘This is the home of 
the Remington Typewriter. The Largest Type 
writer Plant in the World.’’ The sign also 
carries two fac similies of the red seal used 
by the Remington Company, gives the distance 
of Ilion from Buffalo and New York, and ear 
ries the name ILION in large letters at each 
end. It is a striking piece of work and elicits 
much comment from travelers. The engraving 
shows the big typewriter plant in the back- 
ground and gives a most impressive idea of the 
magnitude and importance of this mammoth 
industry. 


es 

Walter C. Creighton has resigned his position 
with the Remington Co. to accept a taore luera 
tive one with the National Cash Register Co., of 
Dayton. 

Independence, Kansas. 

This city is rapidly coming to the front as a 
typewriter center. Three of the leading ma 
chines represented locally, and negotiations 
pending for two more, speaks well for a popu 
lation of 14,000. You may expect battles royal 
in the near future. 

. * >. 

F. B. and A. C. Weisz, formerly of New York 
City, are conducting an office here as public 
stenographers and accountants. They are in 
stalling some new and original ideas in their 
line, which is rapidly bringing them to the front. 
They are negotiating for the agency of one of 
the leading visible writers. Their success has 
demonstrated the fact that a publie stenograph 
er’s office run on a large scale is a paying prop- 
osition in a city of this size. 

* * * 

The Hammond is represented here by E. T. 
Mears. 

The Oliver, by John H. Bagnal. 
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BOOTH OF THE WILLIAMS TYPEWRITER CO. AT rHE NATIONAT BUSINESS SHOW, NEW 


YORK 
Kansas City, Mo. Charles R. § s s the Oliver 
The Smith Premier Typewriter Company, so going to St. Louis as assistant manager to M 
long loeated on Ninth street, has removed to Beardsley for the same company. 
new quarters at 714 Delaware street. The new Kalamazoo, Mich. 
quarters wer formerly oceupied by. the Na The Kalamazoo Typewriter Exchange, a 1 
tional Cash Register Co., and are now probably institution launched bv Charles E. Mert - 
the handsomest typewriter offices in the city. Kalamazoo, and F. B. Knappen, of Chicago, h 
**Typewriters Forever.’’ opened a show room and sl op at 328 South R 
Such is the slogan used by J. J. Justice, who street. Both Mr. Knappen and Mr. Merrih 
started in a small way some two years ago as a are expert typewriter repairers. In additior 
general typewriter repairer. He now controls doing a general repair business they will furnis 
the Typewriter Rental & Repair Co., with of parts = pi eee ind will handle a big li 
second-hand machines 


fices at 109 West Eighth street. 
Meriden, Conn. 


Mr. G. Waldron Blake, president of the B 
[Typewriter Co., of Newark, N. J., was in Met 


recently, trving to secure parties for the n 
facture of his machine The stock of the B 
company has all been subscribed, and the 
pany owns tools and special machinery, but 
desirous of having some other manufact 


iking thereof. 


firm take over t 
Montgomery, Ala. 

J. A. Bate has accepted a position w th ¢ 
& Brame, local agents of the Remington ‘1 
writer, acting as manager of their typew! 
department, and looking after their pair 
that machine in this territory 


New York City, N. Y. 


If anyone is interested in the purchass 
writing machine, probably the most novel mé 
of ascertaining the pr I trument t 
given by ‘‘ Professot sh,’’ care the Amer 
Writing Machine Co., 343 Broadway. 

It will pay investors to call and inqu 
the professor and st his n ements 
the process of instructior Those who desir 
‘Visible’’ kind s] be prepared f 
wonderful performances This is a fis 
with a moral to 

With the resig s of Mr. H. J. H 
Mr. Burnett, f1 yement of t 

Fisher orgar s t elsewher 
es have faller n the s ers 3 
George C. Russell, wv has, up to this t 
1 position as assistant to Mr. Halle, 
formerly was secretary f the ld Fis 
THE NATIONAL BUSINESS SHOW, NEW YORK iny 
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Meyers, Allen N. Bent 
has been incorporate: 
sell, transfer and disp: 
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Capital, $50,000 
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DISPLAY MADE BY THE S. A. CHARLES CO 
nique sales force in existence It is composed of several expert repairmen, headed by 
who travels throughout the middle central states, carrying a complete repair outfit, in 
and office supplies 
ration, composed of L s ( nee W. Seamans, president of the Union 
and Jacob L. Newman, Typewriter Co 
nder New Jersey laws t in 
se of inventions for type Joseph A. Kuebler, for acting as assist 
es, cash registers, et ay bookkeeper in the New York office of the 
Oliver Company, has been promoted to the Bos 
writer fraternity who have office of the same company, as cashier. 
ill reeognize Mr. Meyers 2 So 
has produced so many New Orleans, La. 
Underwood Typewriter Kk. F. Keplinger, the Louisiana dealer for the 
produeed a number of sin Monarch Typewriter ‘ with offices at 608 
Williams Typewriter Co Commercial Place, reports very excellent busi 
: " ness for his territory, considering the recent 
t the ‘‘Alexander’’ Type epidemie. Mr. Keplinger is desirous of securing 
Jesse lexander, is to be one or two good men for his southern territory. 
. N. Y., and that it will not He informs us that there is no further danger 
will be offered another from the ‘‘ yellow fever,’’ and with the precau 
visible writing machine tion now taken they do not fear a recurrence 
" t. 
Company, of 26 Nassau Omaha, Neb. 
s heen recently launched in W. R. Summerson, who has been superin 
among the directors is tendent of Kentucky agencies for the Oliver 
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Herewith we show a a) 


Burrough’s Adding 
and Listing Machine 
Foot Lever Device 


It enables the operator to 


Keep both hands free for work— 
hence to attain greater speed. 























Rod is 
adjustable as 
shown below. 
The Spring 
prevents rack 
or strain 

by opening 
when pressure 
is too great. 


HOW IT WORKS and 
WHAT IT WILL DO— 


The Foot Lever can be attached to a 
Burroughs Adding and Listing Ma- 


chine in afew minutes. Simply remove 
handle by turning from you and pulling 
outward with slight oscillating motion. Next 
screw the rod (to which the short handle 
is fastened) in the spring about one and 
one-quarter inches of the end of the thread, 
then insert the short handle by holding it 
in a perpendicular position, and bya slight 
oscillating motion force it into the machine. 
It will then spring forward to its normal 
position, as shown in cut. After this oper- 
ation see that the Foot Treadle is about 
one-half inch from the floor on the down 
stroke; if not, raise or lower by means of 
the rod. . 
Having both hands free enables operator 


to secure greater speed; prevents errors 
in skipping items; does not tire out oper- 
ator’s keyboard arm and permits of greater 
working capacity. 


Stand and Lever, $10.00 Lever Device, $6.00 
F.O.B. Los Angeles 

Agents and Salesmen wanted everywhere. Good 

sideline for adding machine salesmen. Write today 

for terms, territory, etc. Endorsed by all users. 


Los Angeles Foot Lever Company 
Sole Manufacturers 
212-213 American National Bank Building 
LOS ANGELES, CALIFORNIA 
































Your Mouth Breeds Germs ! 


Ask your doctor IF the mouth isn’t the greatest germ breeder in your entire 
system. Your Telephone Mouth Piece is Full of Them. Don't endanger your health 


inhaling these disease microbes, smaller than dust particles. 


THE RED CROSS ANTISEPTIC TELEPHONE MOUTH PIECE 


Kills these germs and removes the danger. Simple, clean, No Bad Smell. _Over 
60,000 Now in Use. Will last a life time. Can't break or wear out. Made of 
aluminum. Endorsed by hospitals, boards of health and doctors every where. Costs 
only $1.00 with three months’ supply of antiseptic. Extra fluid 20c per bottle, pre- 


paid. Money back if desired after 30 days trial. Get free particulars and circulars. 


AMERICAN ANTISEPTIC TELEPHONE MOUTH PIECE CO. 


NEWARK, NEW JERSEY 
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¥ TYPEWRITER PARTS 


TOOLS = TYPE — SUNDRIES 
PLATENS WHICH DO NOT HARDEN QUICKLY 


SEND FOR ILLUSTRATED WALL SHEET AND 52 PAGE CATALOG 


THORP & MARTIN CO., 





66 Franklin Street, 3% BOSTON, MASS. 
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What Is Daus Tip- Top? 


2 . gag 
Dip Leator, ' that Daus’ “Tip Top” Duplicator 

we <a 0 rove is the best, simplest, and cheapest 
ae ~et ‘om mes device for making 


100 copies from Pen-written and 
50 copies from Typewritten original 


we are willing to send a complete “ Duplicator’ without deposit 
on ten days’ trial. 

No mechanism to get out of order, no washing, no press, no 
printers’ ink. The product of 23 years’ experience in Dupli- 
cators. Price for complete apparatus, cap size (prints 8% in. 
by 13 in ). $7.50, subject to the trade discount of 33% per cent., 
or $5.00 net if you mention “Office Appliances.” 


Felix G.J.Daus Duplicator Co., Daus Bidg., 111 John Street, New York 
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The addition of a second color, preferably red, to your 
Letter Head is worth all the money it costs. We offer 5,000 
on first-class Bond Paper, padded or boxed for $12.50 


This is a bargain well worth your while to investigate, quality considered. @ We are prepared 
to execute all kinds of engraved, steel plate, and embossed stationery, and will be glad to give 
estimates on work of quality. @ A set of six beautiful Dutch Blotters for ten cents in stamps. 


ScorT-MILLER C 
75 N. NEW JERSEY STREET INDIANAPOLIS 


ee 











Subscription Managers of sales organizations of office appliance manufacturers are 
requested to correspond with us regarding club subscriptions. 
Clubs This is a good way to start your selling force for the new year. 
Address Publishers, OFFICE APPLIANCES, Republic Bldg., Chicago. 





Typewriter, has been promoted to the manage 
ment of the Oliver Typewriter offices in Omaha. 
Oakland, Cal. 

The trial of Al. Moffatt, a local typewrite: 
man, on the charge of disturbing the peace of 
Miss Moda Morgan while at her home for the 
purpose of making a collection on a typewriter 
which he had sold her, was held during the 
middle of November and resulted in a verdict of 
not guilty. The search warrant proceedings in 
the seizure of the typewriter were also heard 
and the machine ordered turned over to Moffatt. 
Philadelphia, Pa. 

Samuel Neidich, president of the Neidich 
Typewriter Supply Co., and the Neidich Process 
Company, who control a process for the printing 
of ‘‘fac-simile letters,’’ has purchased the shoe 
factory formerly occupied by Farmer & Carmen 
at Burlington, N. J., which will be used for the 
manufacture of typewriter supplies. In addi 
tion to this Mr. Neidich has purchased a hand 
some residence at Edgewater Park, where he 

will reside. 

The new Neidich factory will be running 
about the first of the year, and it is estimated 
that about 20 families will move to Burlington 
with the company. 

F. W. Eickhoff has been appointed cashier of 
the Oliver office here, succeeding T. J. Flavin, 
resigned. 

Pittsburg, Pa. 

C. I. Whitmer, who succeeded E. H. Lemley in 
the Tri-State Typewriter Exchange here, located 
at 317 Park Building, is doing a very excellent 
business in general typewriter merchandise, and 
acting as agents for the Jewett Typewriter. 

o * * 

A. E. Deyo, succeeds H. C. Sappington as 
eashier of the Pittsburg office of the Oliver 
Typewriter Co., Mr. Sappington being trans 
ferred to the St. Louis office. 

Rockford, Il. 

Mr. F. E. Van Buskirk, manager of the Rem 
ington Typewriter Co., in Chicago, delivered an 
address to the students of the local business col 
lege. Did you ever hear Mr. Van Buskirk «: 
liver an address. There’s always lots of ‘‘ vim 
and vigor’’ back of his words. 

Richmond, Va. 

‘*The Underwood is getting a big share of th 
business of Virginia and North Carolina, an 
everything is prosperous.’’ So writes James ‘I 
Dee, manager for that machine at Richmond. 

Seattle, Wash. 

Fire broke out in some excelsior packing 
the Smith Premier Typewriter Company’s stor 
at 1210 Seeond avenue, during the middle 
November. Damage to the contents in the build 
ing was about $1,000. A half load of typewrit: 
cabinets were injured 
Springfield, Mass. 


(By Our Special Correspondent. ) 

This is the home of Miss Mae E. Carrinyto1 
the world’s champion typew riter | ope rator 
There is no question that Miss Carrington is 
champion, when one considers her ‘‘ correctness 


in writing’’ as compared with others who cat 
run off more work but with far greater number 
of errors. Hence Springfield is proud. 

« « 

The factory recently vacated here by 
Densmore Co. will be used for other purposes 
than the making of typewriters. This factory 
was formerly run by the Merritts, in the manu 
facture of the ‘‘ Merritt’’ $15.00 typewriter and 


developed later into the manufacture of tl 
Dye nsmore, by the same people, afterward be ing 
succeeded by the Union Typewriter Co. The 


parture of the Densmore was much regretted | 
quite a large number of people who were fu 
nished employment. 
* > 

A local newspaper man has been busily e1 
gaged for some time in perfecting a typewrit: 
attachment for duplicating. It consists of tw 
platen rolls instead of one, one above the o 
with duplicate type on each type-bar, ons 
strike each platen simultaneously. 


The Underwood typewriter is ably looked after 


here by George G. Ware, who has handled this 
portion of New England for that machine for the 
past eight years. Mr. Ware is probably one of 
the first agents that machine ever had, outside 


of New York City. 
Mr. Ware started in the typewriter business in 
1889, with the old Caligraph, and later took over 
the Smith Premier, and retained this until 1897, 
until the Underwood made an appearance. 
* * = 
The Smith Premier Typewriter is now ably 
represented in this territory by J. H. Rafter, 
who has made himself popular with a courteous 
and fair-minded treatment to all. 
* * * 
The old-time dealers in the Remington type 
writer, Messrs. Bowen & Son, who started sel 
that machine about 1883, are still at 


the o 


stand, and have added one or two other modern 
hines to their list. 
St. Louis, Mo. 
The St. Louis office of the Oliver organi 
loses T. E. Hancock as assistant manager, who 


zation 


has been transferred to a similar position at 
Minn aApols, Minn He is succeeded by Charles 


. : 
i. |DATKS, 
* 


a: 4 Albright, of this city, who is now super 
intendent of agencies for the ‘‘ Wellington,’’ 
southern states, is meet 


covering the middl 
ing with considerable success for that machine. 
The amount of a ible business in the terri 
tory has surprised 
Syracuse, N. Y. 
A verdict of $300 was given in favor of John 


Van Cott, against the Smith Premier Typewriter 
Co., in the Municipal Court recently. Mr. Van 


Cott sued for wu ries received in the defend 


* * 
a offices of the Smith Pre 
mier Typewriter Co., through Mr. Philip H 
Barnes, in charge of the employment depart 
at ring the year 1904 the 
sitions for 20,000 stenograph 


pal had secured ] 
ers in the United States. This rate is at an 
ivel of one position every seven mit S 
' * 
the factories of both the Smith 


and the Stearns factories indicate 

shed through for the manu 

de ery of their new machines, 
1 


deliveries 


I 

} 

facture and 
Both companies are making limited 
nsidering the territory 
vers, and the large num 


of machines, ar 


typewriter compal y 


ber of agents to satisfy, both organizations hav: 
done very well Of course the Smith Brothers 
are far more advanced than the Stearns. It wil 
be s¢ months yet before very much will | 

heard f this latter machine, but considerabl 


is show! at the factory, and evs ry 
yr bre ht to bear to produce perfect 
writers in quantities. 
a * * 
Some f the New York press agents had it 
that the Hon. T. L. Woodruff, of the Smith 
’remier Typewriter Co., had acted as a judge in 
contest at Madison 


the typewriter speed 
Square Garden last month. We hope Mr. Wood 
fi ed a visit to the show. It is possible 
this worthy gentleman was satisfied to let 
remain until long after midnight to dé 
ide the winners in these events. The task wa 


sant one 

* - _ 
Mr. Alex. T. Brown, vice president of the 
‘y writer Co.. is president 


S Premier Tyy 
Franklin Automobile Company, of Syracus 
ur rt has also been going the rounds tl! 
the Sr Premier Co. were to manufact 
The report is denied. 
Texarkana, Ark. 
Tl Oliver and the Underwood machines ar 
wo typewriters represented in Tex 
ir} J. S. Gaines is the Oliver agent, w 
l, B. Vigus is district manager for the Under 
‘ l r Memphis 
,. C. Albright, superintendent of agencies f 
e W ims Manufacturing Co., handling t 
iw, ngtor 9 typewriter. recently 
rough t territory and secured a large 1 
ber of agents 1 \ insas, 
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“s Comparison 


. . . oe . ” 
in every case shows the superiority of “ our line. 


And as at 
Competition 


against the many cheap lines has only served to increase our 
business, we can on!y conclude that we have proven the 
fallacy of the old adage, that “ competition is the life of trade.” 


Because . 
Comparison 


. . “ . ” 
has conclusively shown the superiority of “our line,” there- 
f the strong factors that has promoted our success. 


fore is one of 
Mittag & Volger 


Park Ridge, N. J. 
Manufacturers for the trade only of the most exclusive line of 


Typewriter Ribbons and Carbon Papers 


on the market. 


Branches: 
New York City, Stewart Bldg., 280 B' way 
Chicago, Ill., 108 La Salle Street 


London, 4 Queen Street Zurich, di. G. Muggli 
Paris, 21 Rue Du Temple Amsterdam, Benier & Co. 
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ae EALERS ANOW MAKE 


EARBORN CABINETS Saves 


SAVE TIME, WORK Yand ERRORS—IMPROVE QUALITY of WORK—THEREPORE SAVE MONEY 


CLASS 


42 in. long, 24 in. deep, 38 in. high ARE 46 in. long, 31 In. deep, 45% high 


Sold around the 


WORLD 


Unéversatiy | known as 


BEST 


Notice how 


COPY HOLDERS 
are placed indirect iine 
of vision, enabiing ope- 
rator to sit up straight, 
Saves fully percent 
of Time, Worry and 
Errors. A piace for 
everything. every- 
thing in its place. 
Solid Goldeu Uak 
guaranteed the 
most complete Type- 
writer Cabinet ever 
sold anywhere nearthe 
price. We ship respons- 
ible parties on approv- 
al, to be returned at 
our expense if not 
satisfactory What 
more can we offer! 


No. 6 Dearborn Junior Cabinet 9 HUNDREDS OF TYPEWRITER AND OFFICE FURNITURE No. 1 Dearborn Special Cabinet 
DEALERS HANDLE THEM. IF YOURS DOES NOT, WRITE DIRECT TO US 


$43.00 DEARBORN DESK COMPANY $30:2°2 








Roll Curtain 
t 


° Cabinet 





ALEXANDER A. SAMUEL, GENERAL MANAGER 








DELIVERED (Ze; XW CATALOGUE Ft Semmes DELIVERED 
AN ATTEMPT AT GRAFT. The final decision rested between the type 
An attempt to extort graft in connection with writer represented by him and that of another 
the purehase of typewriters for the Boston concern. Then it was, according to his own 
schools has been charged by an agent for one story, that a member of the school board told 
of the concerns against a member of the Boston him he could have the order if he would settle 
school board. ' ; for the privilege. 
The charge grows out of the desire of the This, according to the typewriter man, he 


school board to obtain fifty new typewriters for destined to de. because he had am iden thét he 


se i e schools. Of course there was a sharp 
use in & ro a ia E would get the order without resorting to graft. 
I 


competition for the privilege of filling the order. H ld his a ; i _ 
One of the men who attempted to fill it is Ed- e told his story to certain members of the 
ward F. Farquharson. He represents one of board, and it has been aired in sub-committee 


the best known typewriter concerns in the sessions, but thus far the full board has taken 


country. no action. 













SELL TYPEWRITERS 


REPAIR 
INSPECT #£.©°'o 





Rebuilt Machines at Wholesale—iilustrated Catalogue on Application 


Special Wholesale Prices on Machines not Rebuilt 





Cylinders Recovered, All Makes, 50 cents 
TYPEWRITER PARTS-WRITE FOR PRICE LIST 


TYPEWRITER INSPECTION CO. 


Established 1892 
317 Broadway, New York City, N, Y. 
J. E. THOMAS, President. A. K. GOODRICH, Secretary. 





























ADDING AND COMPUTING MACHINE NEWS 





Boston, Mass. 

William H. MeFarland, for a number of years 
1 salesman with Walter B. Manny, first for the 
Burroughs and iater for the ‘‘ Pike’’ adding ma 
chine, has severed his connection with Mr. 
Manny and has taken the New England terri 
tory for the ‘‘ Wales’’ adder. This is the third 
brother in the MeFarland family that has cast 
his lot with the ‘‘ Wales’’ machine. 


Binghamton, N. Y. 

The International Time Recorder Co. shipped 
two carloads of time recorders to Europe during 
October. One carload went to London, while t 
other went to Germany, Italy and other Euro 
pean points. 

The foreign manufacturers are fast becoming 
onverted to the use of these modern ‘‘ time 
checkers’’ of labor. 


Cleveland, O. 


Mr. Hermann Poesche, that prince of jolly 
good fellows in the adding machine world, has 
been appointed general sales agent in Ohio and 
West Virginia for the ‘‘Universal’’ Adding 
Machine. Mr. Poesche is well known through 
out Ohio in connection with system work, hay 
ing inaugurated the card system in many well 
known business concerns as early as ’94. He 
was the originator of the card ledger for the 
keeping of savings bank accounts. For the past 
four years, he has been engaged in the adding 
machine field, with headquarters in Cleveland, 
ind offices in Cincinnati, Columbus’ and 
W heeling. 


x * * 


] 


L. D. Winter, who looks after the sales of the 
‘Comptometer’’ in Ohio, part of Pennsylvania 
ind Michigan, with headquarters in Cleveland, 
reports business booming He has recently put 
on three assistant salesmen and is still anxious 
for more men of the right kind. Mr. Winter 
gives his personal attention to the iron and steel 
interests in his territory, who are large users of 
his machine. 

* > * 

‘Wheeler & Wales’’ is the firm style of the 
new adding machine agency in Cleveland. They 
are the Ohio state agents for the ‘‘ Wales,’’ 
and now that their machine is being delivered 
in quantities, are finding many new users. Mr 
Wales is the inventor of the machine which 
bears his name. It is rather an unusual thing 
for an inventor to become a salesman, but those 
who know Mr. Wales best assert that he will 
make as big a splash in his new pond as he did 
in the old. 

The new firm expect to open other offices i 


Ohio as soon as their output will warrant 
se # @ 
S. L. Conde. who was, as stated elsewhere, a 


pioneer typewriter dealer in this city, hast 
up the sale of the ‘‘Standard’’ Addit £ Machine 


ake! 


and the ‘‘ Mechanical Accountant.’’ 

Mr. Conde has recently added the new Ger 
man computing machine, known as t he 
‘Triumphotor.’’ In addition to these Mr 


Conde represents the National Counting Ma 
*hine Co. 
DAYTON, O. 
Members of the University of Chicago wer 
recently entertained at the National Cash Reg 
ter Co.’s factory here, as the guests of Presi 


dent John H. Patters 
DETROIT, MICH. 


The Burroughs Adding Machine Company, 
addition te their large il fine property n Sx 
nnd and Amsterdan venues, has purchased a 
the property bounded by Amsterdam, Vienna, 
Second and Third enues for the purpose of 
building an addition to its present works. T!1 
addition begun during the summer is nearing 

mpletion 

The addition is 60x150 feet, half of it is 
three stories in height and half two stories 

sting al t $3 A feature f this 1 
bull r is tl se an I f wil 
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The Burroughs Adding Machine Company are 
mailing lvance copies of their 1906 souvenir, 
which consists of a large portrait study by C. J. 

Blenner, entitled ‘‘ Morning,’’ which is a very J w. 
fine example 7 ~~ rp ~— The a of R ally nOoOW—as friend to friend— 
Lhe paint ng as Y me ne proper i the \y " ‘ 
mpa 
OTTUMWA, IOWA. did you ever seriously 

C. A. Marble, who resides on North Frank 

als ana INVESTIGATE THE MERITS 
PROVIDENCE, R. I. 

The California Adding Machine Company, con of the i 
troling the ‘‘ Wending-Hoch’’ Adding Machin 
of Providence, R. I., are equipping a factory at i 
91 Sabin street. The plant is now running full 
Scoot | Mammon ewriter 
chines on the market within the next six 
m ns, 

Photographs and full description of th 
machine ive been promised our readers just as 
soon as its can be secured for this purpose. a 

The company is composed of Hugo D. Keil, as ‘ nt OR Do you know that if a man who 
president, George X. Wending, vice president, ~ ° 
Stanford I. Walker, secretary and treasurer spoke and wrote every recognized 
and Adan How h, manager, 

PHILADELPHIA, PA. language on earth wanted to use a 

George A. Henrich has been appointed sales typewriter to express his thoughts 
agent for the state of Pennsylvania by the Uni : i 
versal Adding Machine Co., with headquarters that there 18 only ONE machine 
in Philadelphia, and a branch office in Pittsburg. a : 

Mr. Henrich is a pioneer in the adding ma which would accommodate him— 
chine line, having sold some of the first twenty P 
five machines manufactured by the Burroughs and that 18 THE 
ompany. He is specially well known through 
out Ohio, Michigan and Indiana. He has been i 
identified with the Universal company for th Hammond. 
past three years, and his many friends will be 
pleased to learn of his selection to represent the 
‘*Universal’’ in such a choice territory. 

ROCHESTER, N. Y. 

Judgment for $206 in favor of the Dey Tim One Hammond Typewriter 
Register Co., was awarded here recently against 
the Phelps Piano Co., in an action to recover the 
rice o 1 time clock destroyed by fire. : 7 : 
Pee ea eee oe eee ere ee a clause |} and a set of interchangeable type shuttles will 
in red ink on the ‘‘trial receipt,’’ which read: 

‘*Tt is distinctly understood that machine No. a > . > 

Blank is to remain our property until paid for. enable you to Wi 1te youl matter in any language 
Also, you are tesponsible for damages of every ’ . 
kind and value.’’ T IWITA 

Judge Murphy, of the local court, decided in you may de Sl] e. 
favor of the Dey Company, although the piano : 3 

mpany had decided not to purchase Our constantly increasing trade makes the 

SYRACUSE, N. Y. 

John Dey and Alexander Dey, who have been ; i 1 - 
ea oy a Aen ene Rao. ce {| Hammond a necessity in the business. world, be 
since its inception, have disposed of their con - = . ™ ? 
trol to New York interests. Representing these 1] Gauge it 18 the only machine which can be changed 
see etary treasurer - d general manager of the . 

thy ’ > { 3 ac 7. a7 e a} > \ a \ : , . 

y. BE, P. Warfield has been elected presi 11 from Knglish to German, or Russian, or any other 
lel f the compar ater o ere ill be . 
some changes in the « ympany and John Dey will _ Fs . in 
again become president. eis language, as quickly as a linguist can change his 

As soon as a complete organization has been ‘ < e 
effected further details will be mentioned in } 

THE NEW ELLIS MACHINE. And yet it is ONLY ONE of the many exclu- 

A new adding ma hine 5 oo I s : 

Adding Typewriter Co., of St. Louis, , . , = 
iding Typewriter Co., of St. sively Hammond Features. 
Phe pital st f $90,000.00 is divided int . 
2 whlik hie bein aobennek Penduediy tle Let us tell you about them all. 
e1 : - | has been furnished by 
St. L gs capitalists The factory will 
Ni rk. N. J. Offices are being maintained 
New York and St. Louis. ; GC 

ae or a ou vo: President,v. | 2@ Hammond Typewriter Company 
W. R. Maedon vice president % RROSOES 69th to 70th Streets and East River, NEW YORK CITY, N.Y. 
manag Hi r s; treasurer, : ? ) 

x. Nicholson. 
Ellis A . » Typewriter repr Branches in all Parts of the World. 
’ yboard ar 
a4 t | u 
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YOUR REPUTATION 


IS MADE BY THE GOODS 
BEARING YOUR NAME 


IF YO are a manufacturer, or a dealer in Typewriters, Adding Ma- 
chines, Desks and other office appliances, you should display 
your name and address on every article you handle or manufacture. 














To reflect credit upon you, your name plate should be attractive in design 
and coloring. It will then be an advertisement for you. 


There is advertising space on your goods for your permanent advertise- 
ment, which you can utilize by using 


Meyercord Decalcomania 
Name Plates 


These are the only name plates for permanent application on the Japanned 
surfaces of typewriters, desks, etc. 2" WRITE US TODAY for samples. 


Original Sketches Free. 


34 THE MEYERCORD COMPANY () 
Chamber of Commerce Bldg., Chicago. 























DEALERS 


Find it profitable to carry the 


- Webster Line 
of —— 
Typewriter Supplies 


Because of the large demand forthem. They find our 
line the most desirable to handle, because our goods 
give universal satisfaction and are fully guaranteed. 























Harner’ STHEWEBS TER 
UL 


venkory, F. S. Webster Company MurriKory, 


CARBON PAPERS Boston, Mass. === U. S. A. carson PAPERS 




















If not a regular subscriber to OFFICE APPLIANCES send in your dollar at once, 


GENERAL NOTES OF THE TRADE 


The Illinois Envelope Co., located at Kala 
mazvo, Mich., is rapidly installing machinery 
which will make its output 3,000,000 to 4,000,000 
envelopes a day, instead of 1,000,000. 


Sweetser & Sweetser, Sy stematizers, of Boston 
sell not only the business systems they evolve 
but supply in a large degree the machinery 
appliances required, hence they now have the 
agency for the Wabash Filing Device, C. S. & 
R. B., Twin Lock and 8. & T. loose leaf devices, 
Smith’s popular adjustable index tags and other 
things, including typewriters, adding and dupli 
cating devices. 

Another case of seeing this business now, as 
the future of it is bound to be. Next! 

Cunningham, Curtiss & Welch, of San Fran 
cisco, are doing a big business here and in the 
Coast States with the Grand Rapids line otf 
Wagemaker Card Index and Filing Devices. 
They have recently been buying in carload lots 

It is expected that the Horrocks Desk Co., of 
Mohawk, N. Y., will move into their new fa 
tory during the middle of December. 

The Tengwall File & Ledger Co., of Ravens 
wood Park, Chicago, suffered a loss amounting 


to over $100,000 by fire, November 10. The 
three-story building occupied by them at Ravens 
wood was entirely consumed, and the company is 


compelled to have their goods manufactured in 
other affiliated factories 


The Yawman & Erbe Manufacturing Co., of 
Rochester, have just leased the building at 82] 
Locust street, St. Louis, for a term of years. 


W. B. S. Matheson, Chicago manager for the 
Macey-Wernicke Company, at 132 Wabash 
avenue, reports considerable activity in the 
‘ffice furniture line during this time of the year, 
and indications are the company will close one 
of the most prosperous years they have ever had. 


The Wabash Cabinet Co. are out with a new 
eatalogue of the Stiggleman bookease, which 
they manufacture by special arrangement with 
the inventor. This case is protected by patent 
746,358. 

It 1s constructed upon brand new lines and 
differs generally from other sectional bookcases. 
The manufacturers claim its peculiar door con 
struction does away entirely with all difficulty. 
The company reports that it is meeting with 
splendid success among the dealers, and already 
quite a number of agencies have been estal 
lished 





NEW BENNINGTON COMPANY. 

Under the laws of Arizona, the Bennington 
Typewriter Co. has been incorporated. The 
papers were filed October 3. 

The Bennington Typewriter Co. has been doing 
business in Dayton, Ohio, for some years, but a 
few months ago the corporation was dissolved, 
and W. H. Bennington, president of the company, 
became owner of the patents and acquired own 
ership to the old company, which has been re 
incorporated as stated above. 

The company may establish a factory at In 
diana, Pa., if parties in that city are able to 
offer the proper inducements. A _ building cost 
ing $30,000, together with machinery of a like 
amount will soon be built for the manufacture of 
this machine, which embodies the front stroke, 
visible writing class, with the additional feature 
that some of the most used words, such as ‘‘the,’’ 
$63¢.°? Sand’? *‘‘are,’’ *‘there,’? are secured at 
the writing point from one stroke of a key. 

We hope to show a picture of a newer model 
of this machine in an early issue of this publica 
tion. 





A COMPARISON. 

More typewriters are sold every month in the 
Pacific Coast States alone than are sold in Lon 
don, though London’s population is over twice 
that of the six leading States of the Pacifi 
region, 
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FOREIGN NEWS 


Austria-Hungary. 

Aufrecht & Goldschmidt, of Budapest, have 
been assigned the Hungarian agency of the 
‘Kanzler’’ Typewriter Kammerer & Fitl- 

mer, of Vienna, are the Austrian agents of the 





England. 


The Blickensderfer Company, Limited, 


London, are fitting uy ne of the finest type 
writer al adding machine stores in England. 
The handling of adding machines by this firn 
is in line with our editorial in. last month’s 
issue. Others will f w. We hope to show 
pictures of the new quarters in an early issue. 
The successful introduction of the Underwood 


Typewriter in England, under a branch office of 
that company, goes to the eredit of Frank Tr 
voe and Emerson ¢ Eachel, together with an 
excellent corps of salesmen. 

Herschell Williams, until recently manager 
of the Underwood interests in Philadelphia, 
has suecee led Mr. Eachel, while Mr. Eache 
returns to Philadelphia, his old field. 

Mr. Williams is a very successful manager, 
ind should prove his abilities in England. Mr. 
Trevoe is to take care of the colonies. 

Germany. 


The typewriter factory located in Sundern 


Westfalen) was damaged by fire to the extent 
f $35 

The house of Frantz Franke, of Berlin, is 
placing on the market a German addressing ma 
chine said to be similar to the American Ad 
dressograph. It is said to have a eapacity of 


1,000 addresses per hour. Addresses are thounted 
on metal plates and form a continuous chain. 


* 


Nuese, of Berlin, dealer in carbon paper and 
typewriter supplies, is now arranging to secure 
his share of the local business, having hereto 


tore carried on, for the most part, a foreign 


Italy. 

Marlis Marzetti, of Mailand, via Tadino, has 
invented a small typewriter which is only two 
inches high and six inches square. The keys 
are so arranged that all six vowels are struck 
with the right hand, while the whole list of 
consonants are arranged on five keys for the 
left hand 

Switzerland. 

Fritz Sehenkel-Wyes, of Zurich, has just a 
cepted the general agency of the Oliver type 
writer and reports that he is laying plans to do 
a bigger business than that machine has ever 
enjoyed in Germany 

South Africa. 

The Yost Typewriter has been awarded the 
Gold Medal at the recent Cape Town Interna 
tional Exhibition. The Yost is a very popular 
machine throughout South Africa. 





SOUTH AMERICAN TRADE. 

While prohibitive tariffs in Chili offer 
stony front to American foreign trade seekers, 
Peru, Brazil and the Argentine Republic, ac- 
cording to the consuls, will see America ruling 
the trade within the next five years, and pos 





HARMLESS INDEED. 


In Germany the little damsels that use writ 


ing machines, and popularly known in this 
country as ‘‘typewriters,’’ have the habit 
leaning their machines occasionally. In the 


process of cleansing they use a ‘‘TYPENREIN- 
IGUNGSSCHABLONE.’’ It is only a type clear 
ing brush, so don’t be alarmed. Not so bad as it 
looks. 

Worse than this, when young ladies try to in 
press others with the fact that they are ‘‘exper 
operators,’’ they must necessarily explain 


they are ‘‘MEISTERSCHAPTSSCHREIBERIN 


NEN.’’ 
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Touch a lever and 
instantly write 
another color 













for emphasis 
for display 
or any other reason 


on the 


Smith 


Typewriter 


with Bi-Chrome 
Ribbon 


Ribbons inked for copying 
and record are used 
largely by Banks, In- 
surance Companies, 
etc. 





THE SMITH PREMIER 
TYPEWRITER Co. 
Syracuse, N. Y. 


Branch stores every- 
where 








SOMETHING JUST A LITTLE BETTER 


HE progressive business men of the country do not want something “ just as good,” but something “* just 
a little better,”” when it comes to typewriter supplies, which determine the character and appearance 


of their business cr rrespondenc e 


“(Quality and Durability” are the only items thought of in the manufacture of the “Du-Ra-Bul ” Ribbons. 
Have you tried them ? 
If not, you have missed one of the “ really good things.” 


AMERICAN AGENCIES : 


Boston Minneapolis Hartford Harrisburg Buffalo Omaha 

Cleveland Grand Rapids Toledo Kansas City Chicago St. Joseph 
St. Louis Los Angeles Cincinnati Detroit Pittsburg Springfield 
Washington Albany Baltimore Columbus Philadelphia Providence 


New York City Representative: The Ransom-Parker Co., 4-6 White Street. 
THE DODGE COMPANY, MANUFACTURERS, SYRACUSE, N.Y., U.S. A. 
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Manufactured by 


A. P. Little 


NEW YORK PHILAD 








= : 
TYPEWRITER SUPPLIES 


GOOD BETTER BEST 











Rochester 
New York 








best Houses everywhere. Inquiries from responsible 


COBWEB CARBON AND SATIN FINISH RIBBONS LEAD THE WORLD 


Send for catalogue showing various kinds of goods and prices. Used by the 


dealers solicited 


ELPHIA PITTSBURG CLEVELAND LONDON, ENG. 














A police permit is require 


1 in Russia every Moscow and St. 


Petersburg were for a time 


time a typewriter is sold. The police depart- not included, but reports have it that today 
are under the ban of the Czar. 


ment keeps an exact record 


of all these sales. even these cities 














THE PHOME-LOCK 


Cuts Down Your Telephone Bills 


Prevents the unauthorized use of your tele- 
phone for LOCAL calls and LONG DISTANCE 
calls. Saves from a dime to several dollars 
in each instance. 








The temptation of an umbrella ora tele- 
phone makes many consciences elastic. A 
caller in your absence imposes on your clerks 
urging the plea of friendship as a claim 
on your property, 1. ¢ your telephone 
calls. Moreoften the imposition occurs after 
business hours when janitors and helpers are 
accustomed to use your telephone and extend 
the privilege to their friends—or are likely to 
be imposed on by visitors who drop in just 
too late to find you 


The man who thus misuses your ‘phone 
has no regard for the length of his conversa- 











Self-locking. Opens with a key. 

nage or unlocks instantaneous- 
y. 

Other keys will not fit your lock 
—there are 60 changes. 


Made for us by the best lock 
makers, The Yale & Towne 
Mig. Co. 


tion or the size of the toll It frequently 
occurs that unauthorized persons use calls to 
cities 100 or 1,000 miles away YOUR tele- 


phone is likely to be thus misused at any 
time and YOU are responsible for the bills. 


THE REMEDY: Buy a Phone Lock Lock 
the ‘phone when you close your office or store 
for the night. If you are annoyed in busi- 
ness hours by sponging friends, keep your 
‘phone locked in the day time. You can do 
this without inconvenience, as the PHont 
Lock locks or unlocks instantaneously 























Used on wall or desk Telephones. 
Made of brass, nickel finish. 
Small, neat, attractive. 
STATIONERY, ELECTRICAL 
AND 


SPECIALTY DEALERS 
WANTED. 








The Business Utilities Company ozescuce? 54 Warren 


Do not delay. Order now and save money from the start. 50 
Sent prepaid on receipt of price (including two Keys) Ce. 


Streel, New York City 




















THE TELEGRAPH AND TELEPHONE OUTDONE 


Someone has said ‘‘ The telegraph was quick 
but the telephone is quicker.’’ For the present 


I iness Man, one or the other is mighty good 
but with the rapid growth in comm reial and 
mercantile lines, neither will be able to handlk 
all the business that one might want to condu 


ina lay of the near future. 
rhe telegraph has its features and is open 


many criticisms and faults. The tele phon is 
neitner an exceptiol 

In the operation of the telegraph skilled labor, 
embodying a_specia profession, must neces 
sarily be employe and the transmission 
messages is ope n to error 

With the telephone, the commercial man has 
1 more ready friend, and one in which identifi 
ation and always a satisfactory answer is a 

1 of the eall, if connected. 
Each system has its own special advantages 
The Telegrapher Helped. 
Of recent years, numerous devices have bee! 


produced for the benefit of the telegraph oper! 
ator, and an abbreviated ‘‘ Morse code’’ P 
fected, known as ‘‘ Phillips’ code.’’ The Yet 
man Telegraph Transmitting Typewriter has als 
found its many patrons, In 1tS capacity to re 
lieve the operator of a physical and ner, 
strain, nevertheless the operation of such 


f 


machine required that *” experience ’? that « 
only after years of bor in the telegraph fe 
There has appeared recently, in the genet 
offices of the Western Union Telegraph Co 
system of transmission of messages that appears 


to have many advantages. It is known as 
‘Barelay Transmitter.’’ It is certainl 
‘system,’’ and is composed of a special perfor 
ating typewriter t handle a transmitting t Ape, 


which is then run through the transmitter, ar 
received over the wire on a combination tel 
graph-typewrite! The process is nothing that 
me could very well carry around with them, 
and neither can it ever come within reach 
the average telegrapher to own such a ‘‘sys 
tem.’’ He must be patient and await the ad 
vancement that comes from diligent serv 
With such companies, 
The Telegraph Typewriter. 

There has been organized in New York w 
is known as the Telegraphic Typewriter ¢ 
pany, with offices at 33 Warren street, 
without a question of a doubt this company 


possesses the first real solution of the commer 


cial telegraph problem, and outdoes the 


nation telegraph-typewriter feature offered | 
ither the ‘‘Yetman’’ or ‘‘Barclay’’ systems 


na gives the commercial world an easy eve! 
day, within-reach method, of acquiring 
nieation between points, allowing the syste! 
to be adapted to use without completely chang 
ing present conditions and facilities. 

The machine in question was invented 


J. E. Wright, who has been working on the 
lem for some thirty years, and consider 


money has been expended to perfect the syst: 


and bring it up to its present standard. 


The company owns many patents and W 
models in an operating plant, at the add 
given, and one is able to see with his own « s 
and try with his own hands, the system pe 
fected by then An important feature a 
the system 1s that ne does not need 
first thing concerning the telegraph codes to usr 
the instrument, need they be an expert t 


writer operat 


What This Wonder Is. 


[The Telegraphi [ypewriter is a 
of two instruments, or two embodied 
One for sending and the other for receiving 
[The sending instrument is nothing n 
an ordinary ki ird to a typewriter 


standard arrangement, without shift, | g 
four rows of keys 





The operation of the keys is a very pleas 
ne, requiring no more pressure than is 

most writing machines, 

In the operatior f the keyboard, a ] 
superiority is ré ily seen, in the f 
the operator writes too fast, or ‘* crowds 
machine, it aut tically locks itself on the last 
letter before the crowding, thus one I 








to rush ichi its limit without fear 
of ‘‘ ju words writing. 

The receiving machine is the ‘‘basket’’ 7 
tion, ebars typewriter, in whi 
there is regula eylinder-platen, and a 
small type-wheel in position before the platen, 
the © whe presenting the popular t 
stroke’? « he vis ting class. 

The wr! gy acq from the machine is 

ne wit t the ~) i ‘* second case,’’ 

ther words, it pri either ‘‘lower case,’’ 
‘eaps,’’ or ‘‘all caps.’’ 


Me ssages are sent the rate of twenty i 
ut as in ordinary typ 


forty full words, spell 


writing, a1 this speed can be inereased | 


experts. With an abbreviation of words, the 


speed can be doubled. 
AN IMPORTANT FEATURE OF THE IN 
VENTION IS THE FACT THAT THE ENTIRI 


OPERATION OF THIS WONDERFUL SYS 
TEM IS OPERATED OVER ONE WIRE. 
Other Fields and Uses. 

Mr. Wright, the inventor, has devoted thirty 
years to perfecting instruments, and is one of 
the original inventors of the popular ‘‘Stock 
ficker,’’ n tact, the n achine described above 
has as bi 1 a use in the ‘‘Stock Ticker’’ mar 
ket as the typewriter in ordinary business. Th: 
lelegrap! [ypewriter can successfully dis 
place all the present stock tickers, with the 
sult that tl news ming over such tick 
could be read by anyone and not limit their us: 
to those who have acquired the language a1 
ibbreviations of ‘‘the street.’’ 

The machines can be rented at a reasonal 
price, and their installation for service over 
telephone wires is possible. The use of such 
machines lends new uses to the typewriter and 
the telegraph. A person can acquire a set of 
these instruments, place them in his office, and 


‘ticker,’’ letters, telegrams, busi 


as with the 


ness messages and other data are received by 
others without any attention. 

So broad is the field and usefulness of this 
system, of a combined typewriter and telegraph 


to predict that within 
machines will be used by 
econeerns and 


process, that we vé 
a very rew 
hundreds of 


years, 8 
commercial business 
houses. 
Those 
prises wou 


success of such enter 
investigate the merits of 


address given, al 


interested i1 
ld do well t 
calling at the 


witnessing for themselves the complete 


this invention, 


opera 


L10Nn. 





THE POWER TO PULL. 

Many advertisers spend large sums of money 
for space in magazines, 
for the 
ng of inquiries. 


ind make a selection « 


newspapers 
display of their wares, and 
Most of these adver! 


mediums 


the solicit 
f 





tisers spe! large sums, 
Journals that suit their wares best, and are 
blessed with numerous inquiries resulting f1 
such advertising B little business has 
sulted. Whv? 

An inspecti yn into the cause of failure t 
business st often reveals the fact that 
letter ng that business was dead and 
less 

‘*Scientif Business Letter Writing,’’ by L 
E. Ludwig, and ] shed by the Publicity Pul 
lishing ‘ Chieago (Price $1), is designed 
point « his deficiency in so large a majorit 
of business houses, and show the man who w1 
the letters st wherein he fails to drivé 
the points n his proposition, 

As 2 vertis writer is ofter 
on letter writing. points at fault 

ear in this new book, writter 
an expert It is a | that will be appre 
Dy ¢ ss ertising man 
nxious rea results of his adv 
A TYPEWRITER SUIT. 
The Pittsburg Writing Machine Company, 
of the Pittsburg’’ typewrit 
D ] e broug 
l { i Ss { it < irt aga 
] { > & I writer Co 
M wr both of Syracus 
| r ( 


and other 
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free test in your office. 


—_—s 
i to their\ ™ 
her words, \ weds. ‘ 
‘ust subscribe the pro 


test 





of both classes of the new st 
is entitled or bis subscrip 








valid. 





At the Office “Appliance Show, Madison 
Square Garden, last night, there was a con- 
of adding machines. Thirty-eight opera- 
tors of hand-pull adding machines, experts 
from the banks. of New York City, were 
pitted against a couple of Chicago bank clerks 
who used a Universal Adding Machine. 

None of the New Yorkers used this. ma- | the 


chine, and. Chicago and the Universal won| the 
out 

Ed, McCullough of the American Trust and os 
Savings Bank of the Windy City .correctly | Bf} 
listed 500 bank checks in the remarkably | her 
short time of 9 minutes 12 seconds. -The con- | che 
test involved accuracy and quickness, and | jerp 





he won on the double count 


Yu Sle New York Ok31 Soo 


‘TINA 





Prints 
Those 
Red 

Totals 


Take this victory at its face value 


business man. 


Don’t hesitate a 


Universal 


Apvpinc Macnine Co, 


GENERAL OFFICES AND FACTORY 


ra 


; 


3823 LACLEDE AVENUE, ST. LOUIS, MO. 


and then consider the new No. 5 Uni- 
versal Adding Machine with an electric 
button in place of the hand lever and 
you have an Efectric Adding Machine 
which challenges the attention, and 
consideration of every wide-awake 


moment about 
sending for a Universal Electric for a 


DO IT NOW. 








Aldlic 


A typewriter man today may be an adding machine representative tomorrow, 
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Remington Typewriter 








HEN the REMINGTON TYPEWRITER 


offers something new to the public, the 


public knows, without being told, that it's 
something good. 








NEW MODELS 





NOW READY 











We will be glad to have you 
call at any of our offices and 
see the new models or send fer 
illustrated booklet describing the 


new features. 








Remington T ypewriterCo. 
325-327 Broadway, New York 


Branches Everywhere 



















































Carbon Paper 


and ———— 





The best line of Typewriter Supplies ever placed on the American market. 


Liberal Samples free on request. 





Exclusive Dealers wanted in principal cities of U. S. 


The Columbia Ribbon and Carbon Mfg. Co. 


OFFICE AND FACTORY: 43 MURRAY ST. 
NEW YORK, N.Y., U.S. A. 


Typewriter Ribbons 





A NEW TYPEWRITER CHAMPIONSHIP. 

Paul Munter of New York, a dark horse in 
the typewriter world but a cool headed young 
man whose fingers are the personification ‘of all 
that is nimble, is the new World’s Champion 
['ypewritist. In the speed trials at Madison 
Square Garden on November 2nd Mr. Munter 
sstablished his right to hold the title, but he did 
not do so without a struggle. Miss Mae Carring 
ton of Springfield, Mass., who is a warhorse of 


creditable past performances, was there and 
fought Mr. Munter to the last click of the keys, 
succumbing finally to the man’s superior staying 
qualities and greater speed. As for accuracy, 


Miss Carrington still wears the honors. But 
was not Miss Carrington or Mr. Munter that the 
crowd which packed the concert hall had picked 
for a winner. It was a young woman with 
face as impassable as the sphinx, and who if s] 


possessed any nerves of excitability, kept them 
on ice—a lass of eighteen who had been a stran 
ger to the typewriter only two years beforé 

that crowded the winners and was the popular 
choice. She was Miss Rose Fritz of New York 
and her work in the blindfold class on the first 
night of the tournament stamped her as a dan 
gerous opponent for the best of the veterans 
Miss Fritz waded through the five minute elin 
ination trial in the Championship class like 

skipper that knows every shoal. In the ten min 





t 

PAUL MUNTER. 
ite test she faltered a trifle, but in the tl 
minute final she stuck to her work with 
change of countenance, a change of express 
or a pause for breath. Against her were pitted 
Miss Carrington whose reputation al i 
shaken out many of the more timid entries, and 
Mr. Munter who had won the first fall, or tl) 
blindfolded contest. The latter two were w 
ing like their lives depended on getting through 
quickly. Miss Carrington especially seemed t 
realize the necessity for using every f 
speed and perfection that she possessed. Neither 
Miss Carrington nor Miss Fritz seemed to reck 
seriously on the lone, tall man who was han 
mering away on an old-style machine ff 
in a far corner f the stage, where 
attention was given him. Munter i on 
appear to have a ghost of a _ show 
the eyes of the judges, as well as those of t 
audience were centered upon the Misses Carring 
ton and Fritz—particularly the latter. When tl 
grueling grind was finished the judges glar 
significantly at Miss Fritz. Miss Carringt 
would have to be satisfied with second Pp 
That was the verdict of the crowd. But a sur 
prise was in store for everybody. The judges 
had not proceed r when their eyes began t 
pen to the fact that it was not Miss Carringt 
and it was not Miss Fritz that was to be the s 














f + 


new typewriter champion. The clean copy 











lone man, and the quantity of it, was eating up 
the even cleaner but less numerous sheets of his 
fair rivals. Perhaps no fairer-minded set of men 
ever judged a contest than those who officiated 
at Madison Square. When they saw that Mr 
Munter was ahead, they made a re-count, so that 


there could be no possibility of mistake. It was 
half an hour past n night before the final ver 
liet was reached and Mr. Munter declared the 
victor, with Miss Fritz second and Miss Car 
rington third, 

Following are the results in the contest for the 
World’s Championship; five minute and ten min 
ute elin n and thirty minute final: 

Paul Munter, New York, won, writing 2,099 
words hirty mi s. 

Miss Rose L. Fritz, second prize, 2,085 words. 

M M kK. Carrington, third, 2,004 words 

Mr. Munter used a Remington No. 6 in all his 
contests. Miss Fritz used an Underwood and 
Miss Carrington an Underwood. 

Although it is not quite plain just what good 
blindfolded contests re to work, the crowd 
seemed to enjoy the groping of the seven con 
testants who did th hest they eould. It was 
here that Miss Carrington showed at her best. 
In one hour’s writing from dictation the Spring 
field girl had the marvelously clean record of 
but twenty errors. According to the rules which 
ealled for a penalty of five words for every let 





MAE FE. CARRINGTON 


ter in perlv str k, punctuation or capita 
ter out of position iny deviation from copy, 
twent errors an nted to a dockage of 16 
words f the tota Miss Fritz, who came se: 
ond in this event, wrote 3837 words, against 
Miss Carrington’s 5 Miss Fritz, however, 
was pel ed sixty-six errors, bringing her total 
lown ft 507, as mpared with Miss Carring 
ton’s 65 The greatest number of words 
t was written by Charles M. Ne 
1075—but his penalties amounted to 304, anc 
the de tion of 1é words brought his figures 
wn 2555 
Fo] ving are the results in the blindf led 
ntes } t etation: 
Miss Mas » Carrington first. Word 
752: 20: d g 5 words for ea error, 
net 3 
Miss Rose 1 Fritz second. Words 
3837; errors 66; de ting 5 words for each error, 
l graphers S 
ha N York on sing 
f S r N mber 4 i 
r tere g tha ] 
he t iimost iti 
8 sixteer 
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As a Salesman why not Sell. 
The Greatest Labor Com- 
bination in the World 


The Combined Billing and Adding Machine 
The LEltiott— Fisher 
which does all the printing and adding of figures done by any 


adding machine and at the same time does all the billing hitherto 
done by this billing machine and 











makes all the carbon copies required, typewriting the descriptive 
matter on the bill simultaneously with all its carbon records and 


does it all by simply fingering the regular keys of the regular key- 
board of the Elliott-Fisher Machine. 


The Elliott-Fisher has always been and still is the only real billing 
machine; and now that it adds at the same time that it lists, writes 
and makes carbon copies, think what the combination means in 
the time saving and labor saving in your Billing and Order 
Department. 


By placing two or more registers on the machine, a great variety 
of tabulated work may be done, and the usefulness of the machine 
increased to almost any degree. 
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If you have real Salesman stuff in you and want to sell an article 
that will be a credit and a profit to you, write us. 


Elliott-Fisher Company 
329-331 Broadway, cor. Worth St., New York City 


LONDON PARIS 
Branch offices and agencies in all principal cities. 
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DEALERS WANTED 


For the well known line of 


“INVINCIBLE 


GRADES OF CARBON 


aE eatherweight” 
“Verithin” 






Invincible 
Typewriter 
Support 


nA 


Always at 
Your Elbow 
but Never 
in the Way 


Rebuilt Typewriters 


99 TYPEWRITER 
SUPPLIES FOR 
ALL MACHINES 


“Continental” 
“Invincible” 


We are also making a 


SPECIAL 
INTRODUCTORY 
OFFER 


on our new grade of CARBON PAPER called 











Need any ? 


of the poor. 
ference. 


%. 


1% Barclay St 
ST. Lovis 


New York 


We sell more than any other concern in the world—DO WE SELL YOU? 


We have just what you are looking for. 
matter what it is—we have it; 

some you know—some you don’t. 
Machines looking so nearly new it’s hard to tell the dif- 
If you want ’em in the rough, say the word and we will quote 
you prices of interest. 


American Writing Machine Gompany 


343 Broadway (Main Ofice) NEW YORK, U. S.A. 


204 North Ninth St 


It doesn’t 
all kinds, 


and some 


typewriters without end, 
All of “the good ones’’ 


It's yur OPPORTUNITY now to write. 


RETAIL STORES: 


Boston CHICAGO, 319 Dearborn St 


7 Wyandotte St 


38 Broomfield St 


KANSAS CirTy, 81 





BRrauchen Sie welche! 
was Sie suchen 
kennt Ihr, manche nicht 
schauen wie neu aus 
schied. Wollt Ihr sie haben 
Preise zU8enden 
Maschinen zu kaufen 


VEBERMACHTE TYPEWRITERS 


Was es auch ist. wir haben es 
Typewriters ohne Ende, alleriei Marken, manche 


und manche von den Geringeren 
kaum sieht man den Unter 


laesst @8 uns nur wissen und wir werden Fuch 
Es ist Euere Gelegenheit gute 


SAN FRANCISCO, 536 California St. 
RICHMOND, Main St 
TYPEWRITERS RECONSTRUITS 
Wir haben gerade Das En avez-vone besoin! Nous avons justement ce 
que vous cherchez li n’emporte ce que c'est 
nous lVavons des machines sans fin, toutes 
Alle von den Guten sortes connues et inconnues Toutes des bonnes 
Die Maschinen et queiques-unes des mauvaises Ces machines 
ont Vair d'etre presque nouvelles, on a peine a 
wie sie sind, so dire la difference Si vous les voulez comme 
elles sont, vous n’avez qu’a parler et nous 
vous dirons les prix C'est a vous de n s 
ecrire 
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=" INVINCIBLE” [NVINCIBLE™ 


ones had withdrawn there seve! 
Paul Munter, the new champion, managed to win 
by a comparatively slight margin from Gertrud: 
Adler, a young woman who is in the service of 
the government at Ellis Island, N. Y., and wh 
had recently mad record in taking the test 

mony of the insurar investigation. She wer 

into the contest after a hard day of demonstrat 
ing in the booth of the Columbia Phonograp 
Company, tired and hungry, and with a reader 
whom she had known but an hour. Munt 

pounded out 4945 words during the hour. Wit 

penalties deducted his total amounted to 3830 
Gertrude Adler’s gross total was 4224 and 

net 3489, 

Ne xt to Miss Carring rton’ Ss splendid record f 
but twenty errors in an hour’s work, the per 
formance of Miss F. A. Spaeth in the pul 
stenographer’s championship was perhaps tl 
best. She wrote 35 words and was penalize 
only thirty-two errors—equaling 160 words. Cor 
sidering that th is was Miss Spaeth’s first appear 
anve, she is considered to have a splendid char 
in next year’s Typewriter Derby. 

Publie Ste nographers’ Contest for the Cham 
pionship of New York; one hour from dictation 

Paul Munter won. Words written 4945; errors 
993: deducting 5 words for each error, net 383 


Gertrude Adler, New York, seeond. Words writ 


ten 4224; errors 147; deducting 5 words for eacl 
error, net 3489. 
There was some dissatisfaction over the rules 


a few contending that the 
for each error was to 


’s contests, 


of this year 


penalty of five words 





ROSE I 


ynsidered, 


FRITZ. 


severe. Everything « however, the 


cision of the management seems to have been 

wise one and the five word penalty wi mos 

likely be maintained in future as it tends to er 
urage accuracy as we as speed. Any expert 
an write five words in less time than it takes t 
orrect an error, and as the rule works as fa 

tor one as for an ther, it 1s likely to sti k. 

In such contests as those just decided there are 
generally upsets form that rival those of t 
race cours¢ : there can be but one winner an 
friends of the losers ysually expect some sort 
in excuse. Among excuses this year wer 

hange of typewriting machines, the effect 
which was quite 1 able with several contest 
ints who shoul ! finished better; lear y 
new methods, palpitation of the fingers, w 











courteous, 


heart and inability to see fast enough a1 

fast enough. But t ontestants were most 
good losers and tig | their girths w 

solve to do better next year. 

The work of the judge s, Messrs. Chas. M. M 
ler, James M. Kimball, Geo. S. Walworth, S 
man C, Estey, Her W. Gardner, John J. Eg 
M. M. Lemond, H. G. Healy, Robt. A. Kells 
rT. MeKay, and of Mr. G. D. Greeley, who 
lueted the tournament arrangements for ¢ I 
rane & Payne, was heartily commended by all as 


and impartial. 


accurate 








ELLIOTT-FISHER CHANGES. 











Probal one of the greatest surprises wi 
nav I easion announce in these columns 
ts the announcement from New York city, 
the resignation of Mr. H. J. Halle, director and 
general manager of the Elliott-Fisher Compan) 

Con wit] elopment of the Bi g 
Machine from its ry inception, first as presi 
lent of the Fisher Book Typewriter Co 
later as rector al general manager of 
Klliott-Fisher Co., his work has been not 
highly s essful but brilliant in his origit 
coneey f the possibilities of the B g 
Machine field and is method of making 
actualit f this conception. 

During his entire onnection with the 
try he has had ass ated with him, and 
ably assiste by, Mr. ¢ I’. Laganke, 
superintendent of factories, and Mr. Art 
Burt 8s i yy and to these three 
be given in large easure credit for the opé 
ing ul tf the Ma Billing field. 

As vet Mr. Halle is made no definite plans 
regarding his futur ymmercial activities 

CHARLES E. L. CLARK. 

After three years’ service with the Oliver 
Typew! r Compal yvering an experience as 
salesmatl inage! | lately acting as ‘‘ assist 
ant to the secretaryv’’ in the general offices of 
that company in ¢ ago, Mr. C. E. L. Clark, 
accepts the management of the Chicago offices 
of the Fox Typewriting Company, at 21 Monro¢ 
tre 

CLARLES E. L. CLARK. 
ting this position Mr. Clark 
! ne f advancement he truly deservs 
witl developments in the Fox Comy 
soon be made publie in the « I 
of Office Appliances, his new position be 
il n I I 

Mr. ¢ rk has certain abilities that sp: 
fit é » which he aspires 
we W him n > CSS. 

THE STATE OF TRADE. 

A re t from Melville Mundell, traveling 
Mittag & Volger, of Park Ridge, N. J.., 

s that g exceptionally good | 

S ’ throughout his tr 

vy’ u expressing satisfact 
The 1 ness of Mittag & Volg 
ers f ribbons and earbon 
g for 1905 than it 
’ Paul Divver, trave 
house making the Paeifi . 
Mex , rey ts a imilar eonditior M 
) s ft spe! Christmas in Atlant 


Mr. Mundell goes 
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An Agency that will Surely 
Pay You Big Money 


Have you ever been bitten by the ‘‘ get-rich-quick ’’ agency proposition ? 

Have you ever worked yourself almost to death trying to make what was ad- 
vertised as an easy (?) fortune? 

Have you known of some one else who has, if you haven’t, and are you afraid 
of every agency proposition advertised? 

Then, we want to tell you something about agency propositions : 

There are only two kinds—legitimate and illegitimate. 

Pretty nearly everybody has had some experience with the illegitimate agency 
proposition—pretty nearly everybody has tried to make a success under impossible 





conditions—tried to sell goods that were got as represented, to people who didn’t 
want them. 
While few people have had an opportunity to secure a legitimate agency— 
For legitimate agency propositions are so scarce—so eagerly sought after—so 
profitable to the agent—so va/uadle to the agent’s customer—so respectable and 
dignified—that they are snapped up like hot cakes. An agency for 


& 


i i—_- 


OLIVER 


Typewriter 


THE STANDARD VISIBLE WRITER 


Is one of the very few legitimate agency propositions. 

And these are the reasons why it 7s a legitimate agency proposition : 

The Oliver will save its own cost in a year—in saved time. 

Its exclusive mechanical construction insures more and defter work in /ess time 
and at /ess mental and physical effort to the operator than any other typewriter. 

Its Exclusiveness practically amounts to monopoly, and competition simply 
demonstrates the Oliver’s superiority. 

And the agent for the Oliver controls the sale of a typewriter the user must 
have, for the user knows he would /ose money were he to buy any other typewriter. 

Now there is good money in it for the agent of the Oliver. 

You can easily add $300.00 a year to your regular salary, and it will only 
require part of your time each day at your convenience, 

Many Oliver local agents make $300.00 a month—several have Io to 15 assist- 
ants under them, and some of our highly salaried officials—managers, etc., were 
at one time local agents. 

What these men have done you can do—for thzy didn’t sell the Oliver because 
they were good fellows, but because the typewriter users recognized the enormous 
saving of the Oliver and could afford to buy no other typewriter. 

We will give you our assistance—our knowledge of the typewriter situation— 
our analysis of all other typewriters to show you the superiority of the Oliver—the 
help of our traveling salesmen who will help you close a deal, if you want them, at 
our expense, not yours,—to insure your making big money. 

The Clock strikes twelve once in every man's life—this may be the opportunity 
of your life. You can’t afford to leave off deciding about this legitimate agency 
proposition—you must make up your mind now if you want to be a local agent for 
the Oliver—for some one else may get ahead of you and control the locality you 
should have. 

Write us today—get all our information at the earliest possible moment—you 
can’t get after this legitimate agency proposition too quickly—you can’t start 
earning more money too soon. Address— 


THE OLIVER TYPEWRITER CO., 400 Wabash Ave., Chicago 


EIGN OFFICE—75 Queen Victoria St., London 






PRINCIPAL, I 
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Electrotypes 
and 
Keep Them 


Right is in 
The LEONARD Cabinet 


No chance of marring the cut, 
easy to file, easy to find, and 
the cuts last better and print 
better. 


ASK FOR FREE BOOKLET 


‘Telling Why the Cabinet is Worth $6.00 Per Section 


The LEONARD MFG. CO. 


Market St., Grand Rapids, Mich. 


NOT AUTOMOBILE BUILDERS. 

A report has been circulated to the effect that 
the Smith Premier Typewriter Company were to 
build automobiles. This is emphatically denied 
by Mr. William Allen Dyer, the secretary-treas 
urer of the company. As stated elsewhere, Mr. 













Alex. T. Brown, the vice president of the com 
pany is president of the Franklin Automobile 
Co., and this is the only connection any of the 
officers have with automobiles. 

So it will be ‘‘typewriters, first, last and al 


ways’’ for the Smith Premier factory. 
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EDWARD D. McCULLOUGH, 
Of the American Trust & Savings Bank, Chicago, Winner of Contest for 


Adding and Listing 500 Canceled Bank Checks. 


Time, 9:12. 


‘*‘UNIVERSAL’’ ADDING MACHINE USED. 


















The Hotchkiss No. 1. 


“Try a Hotchkiss and 





The Hotchkiss 


Automatic Paper Fasteners 


and Tag Machine 


Indispensable for all banks, offices, 
Stores, factories and schools. 
An ornament in any office. 





The Hotchkiss is a fool-proof fasten- 
er. No delicate parts to get out of 
order — scientifically and strongly 
made. All ober the world you will 
find the Hotchkiss; that’s why they 
say: “The sun never sets on the 
Hotchhkiss.”’ 























Alex. Hi. Irvin Company, inc. 


Sole Dealers for the United States and Foreign Countries 


Curwensville, Penna., U.S. A. 


NOTE:—The ‘‘Hotchkiss Booth" at the National Business 
Show, Madison Square Garden, N. Y.. was booth 112 with 
the beautiful flowers and demonstrators. 
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The Hotchkiss No. 2. 


you Il buy a Hotchkiss’ 


Sa RRNA RAEERE AMR 
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Automatic Tag Machine. 
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Underwood 

















It WILL STAND 
Any TEST 


Wherever language is written the 


Underwood 
Typewriter 


becomes as necessary to modern busi- 





MISS MAY MAHER, 


Oe ee raidhe Coleen Canter’ Gr ee ( ness as the mail service, telegraph, or 
Show, New or City wo undrec Checks 
rime, 600 “Ale Winner at Gusset for aan. 1a telephone. Visible writing, perfect 
ing 500 Department Store Checks. Time, 4:21 
“Comptometer” Used construction, easy operation, and great 


speed, produce MONEY RESULTS, by 
saving 25 per cent. of your operator’s 
time with better and neater work. 


UNDERWOOD TYPEWRITER CO. 
241 Broadway, New York. 


Adapted for use with the “Unit Book-keeping System.” 
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MISS. THEA. SWANSON, 
f Swift & Chicag Winner of Multiplica 
Conres the N n Business Show New 
\ (it 20 | ! fime, 2:05 ( 














ATTENDANCE 215,000. 
‘ tte ines t tl National Business 
Show. he at nat New Yi rk. 
t 15,0 \ n tl qualit 

can we 1 under 

' a t } | irit These shows have 

future will only 

than heretofore, 
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JIf you dictate 
letters— 


You regard each letter as impor- 
tant. Their importance demands 
that both the original and its carbon 
copy be clear, sharply written and 
legible. You file your carbon for 
future reference and the recip- 
ient does the same with the letter, 
which, though of comparatively small 





importance today, may be of vital 
importance a year from now. The 
letter file is a business necessity—it 


is eficient only when the contents 











are permanently legible. 
We manufacture every carbon 








paper and typewriter ribbon sold 
under our name. 

Clear, sharply written letters— 
permanently legible—are assured 
users of our products. 

A request for samples accom- 
panied by the name of your dealer 


will be honored at once. 


Miller - Bryant - Pierce 


Company 
AURORA, ILL. 
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WANTE : 
VOLKERT LOOSE LEAF LINE 


GET CIRCULARS AND PARTICULARS 


F. N. VOLKERT & CO. 





68-85 FirtH AVENUE, CHICAGO 








We want editorial representatives all over the 
world—vwrite us. 





OFFICE APPLIANCES 


ASSOCIATION NEWS. 


The unsuccessful effort to consolidate the two 
Office Appliance Associations is to be very much 
deplored, particularly now, the beginning period, 
when the most perfect unity should prevail, and 
one or the other will be certain to find more 
cause for regret in the future. 

When two associations enter the same field one 
is bound to be the stronger, the other the weaker, 
and on the basis of ‘‘show down’’ it is easily 
apparent that the so-called ‘‘ western’’ 
tion, officially known as the Associated Office 
Appliance Manufacturers of America, is by far 
the more representative of the two. Not only is 
this true numerically, for its membership is 
practically double that of the ‘‘eastern’’ body, 
but it is also true when estimated on the basis 
of interests represented and capital involved. 

Take, for example, the adding machine indus 
try, and we find all but one or two of those 
now actively in the field allied with the ‘‘ west- 
ern’’ body. There is the Burroughs, Universal, 
Comptometer, Comptograph, California, Pike, 
Arithmograph, Elliott-Fisher, ete. 

The loose leaf interests are represented by all 
the leaders—Baker-Vawter, Siebert & Trussel, 
Cc. S. & R. B. Co., J. 8S. MeDonald Co., W. G. 
Lloyd Co., C. B. & File Co., Jones Improved 
Loose Leaf Specialty Co., Jones Perpetual Led- 
ger Co., the Tengwall File & Ledger Co., Twin 
lock Ledger Co., Samuel C. Tatum Co., and 
others. 

Among the filing device and furniture inter- 
ests we find likewise all the most conspicuous, 
such as the Yawman & Erbe Co., the Globe- 
Wernicke Co., the Macey-Wernicke Co., Shaw 
Walker, the Library Bureau, Wabash Cabinet 
Co., and so on down the list. 

The addressing machines record the Addresso- 
graph Co. and the Elliott Addressing Machine 
Co., the carbon paper interests such concerns as 
Mittag & Volger, Miller, Bryant & Pierce and 
others. 

Up to date no list has been available showing 
the full membership of the ‘‘eastern’’ associ- 
ation, though we would gladly give it space in 
these columns. 

During the New York Show the subject of con- 
solidating was taken up by the several officials 
of the two bodies, and matters were supposedly 
left in a state which indicated that only the 
ratifying vote of the eastern members was 
needed to consummate matters as per the desire 
expressed by the majority of officers as well as 
by a large portion of the members, and it is 
only just to say that many members of the east 
ern body are decidedly opposed to a dual organ 


associa- 


ization. 

Since then, for reasons as yet not made known, 
the views seem to have changed, and before even 
officially notifying the officers of the ‘‘western”’ 
association of their unfavorable action the east 
ern association deemed wise to rush into the 
general field with a form letter of advice and 
solicitation for new members. 

The solidity of the ‘‘western’’ 
voth as to membership and plan of organization 
must certainly appeal to the substantial element 
in this field. Its policy of membership, its dues 
and its objects are all substantial. 

There are a possible 200 active members to 
count on. A $10.00 fee wouldn’t yield enough 
revenue to carry on in proper shape even the 
ordinary correspondence, printing and promotion 
work, to say nothing of paying rents or even a 
moderate salary to an active secretary. 

Properly conducted and with a fee of $25.00 
annually, great good can be done, but it is as 
idle to think a $10.00 fee will accomplish the 
real purposes of an association as it is to try to 
buy the New York Central Railroad with a 
handful of $5.00 bills. 

It will take work, and good hard work, to do 
this thing properly, and work must be paid for; 
so must postage, printing, correspondence, rents, 
the gathering of statistics, the maintaining of 
advice bureaus, codperation with other associ 
ations to secure legislation that is fair, and no 
200 or 300 membership at $10.00 a year will 
ever do it. A $25.00 fee, in fact, is none too 
large, but $10.00 is just so much thrown away. 


association 














BE 
TIME 
WISE 


use 
the 


AUTOMATIC 
TIME 
STAMP 


It prints exact time and date, firm name 
and character of a transaction, automatically 
quicker than you can look at a clock. 

_ _ Records time occupied in doing work on 
jobs, etc. 
Send for descriptive circular. 


The Automatic Time Stamp Company 


1600 Congress St., BOSTON, MASS. 
1300 Broadway, Suite 12, NEW YORK 


Originators of the art of printing time. 
Established 1880. 


























t Carbon Paper 
Oo Typewriter Ribbons 
Our paper isa non-grease product 
that will not blur, smut or dry out 
Per box of 
108 sheets, 
Grade A, 
$4.00 
Grade B, 
$3.00. 
Grade C, 
$2.00. 
The best you 
ever had or 
money back. 
Blur-Knot Ribbon, copy or record, any color; Grade A 
hand made, $9.00 per doz. Grade B, machine made, $7.00 
per doz, 


BLUR-KNOT CARBON CO., Rochester, N. Y. 


Begin the New Year 
With STEEL Devices 


HE new year brings with it a sug gestion for 
something up-to-date, protective and compact 

and convenient for your office. Our steel devices 
combine perfect construction with convenience and 
Will you 


will prove a good investment for you. 


write us now, as you think 
of it? 


Berger’s Steel 
Office Furniture 


Includes card index, cor- 
respondence, document 
and other files; vault equip- 
desks, and 
des ices for 


ment; tables, 
usable 
Spex al equip- 


other 
your ofhce. 
ment made. Our new cata- 
logue illustrates many con- 
venient devices. You ought 
to be interested. Write 


now. Mention this magazine. 


THE BERGER MFG. CO., 
Canton, Ohio. 


An adding machine man today may represent 
a typewriter company next year. 











The western body, as a body, is now going 
ahead to do things, and no further consolidation 
plans will be considered, in all probability, until 
they are backed up with a complete vote of 
assent presented with the approach of the sub 


ject. 


It may be a year or so before the effect 
an association is felt by its members to any ex 
tent, but that is to be expected with the begin 
ning of anything new. Particularly is it so in 
an organization where the membership is 


scattered, 





L. G. RAYMER. 


**Suecess comes to those who hustle while the 


wait.’’ Many years ago the editor of this 


umn had heard of L. G. Raymer. The nam 
was connected with a personality that meant 
‘*hustle,’’ a man who did something, and 
our travels through Ohio we were often referred 
to him as a leader in the typewriter world ; 


that territory. 


Mr. Raymer has been associated with the ty 


writer business for some eighteen years, 


worked in the interest of the Smith Premier 
Company for about five years. More recently 
we find him as ‘‘chief clerk’’ for the Oliver 
Typewriter Company, in their executive office 


at Chicago. 


The many friends that Mr. Raymer 


possesses throughout the country, will 


pleased t 


manager of branch offices. 
With his experience as a salesman, road 


and manager, coupled with the detail knowledge 
of ‘‘inside work,’’ the Fox Company have cer 
tainly acquired one who is specially gifted 
act in the capacity named, and his personality 


will tend greatly towards the success of 
position. 


By the time this goes to press Mr. Raymer’s 
permanent address will be with the Fox Typ 
writer Co., Grand Rapids, Mich., but with the 
developments this company anticipate placing 
before the public, and with his new duties, 
many of Mr. Raymer’s friends may have 
chance of renewing his acquaintance and offer 


ing congratulations. 





TADPOLES FOR SALE. 


It is not an uncommon thing during the fish 
ing season to see stores displaying signs read 
ing ‘‘live Frogs for Sale,’’ but it does seem 
a little bit out of the running to read mid 
winter signs announcing ‘‘Tadpoles for Sale.’’ 

‘*Uncle Jeremiah,’’ from down country way, 
would certainly say: ‘‘ Waal the city folks do 


beat Jewrusalem for finding an excuse to 


yer money.’’ 


However, the Tadpoles which really are for 


sale are not the slippery, ugly sort, but a 


brand of paper fasteners, and if they once get 


your money they are certain to get it again. 
Tadpoles are made by the General Specialty 
Co., of Philadelphia, Pa., and have reached 

degree of prominence and popularity in a short 
time which is seldom enjoyed by an article after 
years of pushing, all of which is due to 


1] 


strong, clever and intell 
paign in magazines, trade papers, window 


igent advertising 


play, cleverly packed samples and good sal 


manship. 
Did you ever see a Ta ipole? 








A FOUNTAIN RULING PEN. 


A real fountain ruling pen has been a 


felt want which is now supplied by the Hall 


Fountain Ruling Pen, illustrated in an 
part of this issue by 
of Chicago. The marking part of the pen 


small wheel to which the ink is transmitte: 
proper quantity, the vw eis being interchange 
able and of various design, so that thin 
heavy, as well as dott lines may be rule 
yet one pen barrel sufficing. This pen is spler 
didly made, looks like an average high-gr: 
fountain pen and retails for $1.50, with a 
eral dis¢ nt to the trade. A good feature 
that it rules either way, and doesn’t soil 


ruler, hands, desk or 


a seller, 


000 "T] 


— 
<a Se PD Rs 


SS! 


mia 


b> >) 


2 


| 


Pee SaaS Se SS Sarees BO Netin® AROS <BR oS 


learn that he has accepted a position 
with the Fox Typewriter Company, as sales 


Mutual Specialty ‘ 


per. It is bound to 
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PEN - CARBON MANIFOLD CO. 
55 Warren St., MEW YORK GITY, U. 8. A. 
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Wasting Time 


Which Way For YOU? 


Stop and consider, Mr. Business Man, how much time your Typewritist loses each day waiting for your 
dictation while you are busy with a customer or otherwise engaged. 

The above picture illustrates this loss—-Now, add to this the time lost taking dictation, and you find 
that about 50 per cent of your clerk's time is wasted, 

Statistics secured from twenty of the largest business houses of the country show this to be true— 
Unproductive time, and it’s your loss. 

The BUSINESS GRAPHOPHONE saves all this—doubling your clerk's working capacity. 

It saves YOUR more valuable time, Mr. Business Man. You dictate the 
instant you wish—the Graphophone is always waiting. It gives you absolute privacy and independence, not 
possible the old way. 

The picture below illustrates this independence of both office man and clerk by the BUSINESS 
GRAPHOPHONE system. 

Send us the coupon below and we will mail you our Booklet which explains in detail just what the 
BUSINESS GRAPHOPHONE system is, does and costs ; where it improves and saves so much ; and why 


“““ Tell it to the Graphophone. 


COLUMBIA PHONOGRAPH COMPANY, General 
90 and 92 West Broadway, New York City. 


Largest Talking Machine Manufacturers 
in the World 
Creators of the Talking Machine Industry. 
Owners of the Fundamental Patents. 





Grand Prize, Paris, 1900. 


Double Grand Prize, 1904. 
ST. LOUIS. 
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The 


American 
Telephone 
Holder 


tor 95ce 


Maae in two Finishes 
Nickel and Oxidized. 


You may hav e your selection. 















































In order to bring our 
line of ofhce helps to 
the attentionof business 
men we have decided 


to sell 5,000 of the cele- 
brated American Tele- 
phone Holders at the 
extremely low price of 
95 cents each, thus sav- 
ing you $1.55 on each 
holder you buy. 


The American Tele- 
phone Holder is without 
doubt the most up-to- 
date and practical de- 
vice for holding the port- 
able telephone instru- 
ment ever presented to 
the American business 
man, a fact that is cer- 
tainly demonstrated by 
the large number in 
daily use by represent- 
ative American busi- 
ness establishments. 


This is not the ster- 
eotyped Bargain Sale, 
where you get a lot of 
old shopworn stock at 
aslightly reduced price. 
The case is just as we 
state. Our Reputation 
is Back of It. 


We Have Sold THOU- 
SANDS of these Devices 
and not a Single One 
was Ever Sold at Retail 
for less than $2.50. 


To show our good faith in the matter We 
will refund eve ny cent of your money if you 
are not Satisfied with the devices in every 
Detail. Could anything be fairer? How 
many do you want? 


BETTER WRITE AT ONCE, 5000 HOLDERS 
WILL NOT LAST FOREVER! 


Our Booklet of ‘Office Helps" is 
interesting. Let us send you a copy. 


AMERICAN BOOK BRACKET CO. 
Modern Office Appliances 


General Offices : 


Suite 945, Drexel Building Philadelphia 
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OU 


buying 
CARBON PAPERS 


from us? 







We ask that you let us prove to 
you that we can sell carbon paper 
cheaper than it is now costing you. 
There are no higher grades of carbon 
paper than ours, and we can make 
any grade makeable. Whatever the 
grade you are using, we will match 









it and lower your present cost. 






LET US PROVE IT. 





Dewnes € Company 
32 Broadway, New York City 


Carbon Paper Specialists to Trade Exclusively 









Fox Automatic Filing Bands 


For Soin, vouchers, 
etc., and the tying of pack- 
ages. Superior to and much 
cheaper than rubber bands. 
Will not rot; always taut. 
18 n., gross $1.7 fe 5. 3 m., 
$2.00. Sample free 
tAVING P. Fox, 
3 SYVOBYURY BL0G.,808TON 


7" Cam: mercial 
SECTIONAL 
ROUTING and 


It shows how thoroughly and systematically your territory is 
ered and ift best advantage, ites of traveling salesmen, 
thelr territory shethavent mu rt little how vered, and where 









RECORDING 
SYSTEM 












your customers, agents or business interests wre | ated it points 
t po towns where you have r a we “helps ¥ ut se the 
shortest ast expensive routes for salesmen Shows competitive 
vertising contracts, signs, inquiries, prospective 









Built up 





States desired, 
293 DEARBORN S1 
CHICAGO 




















OUR FRONTISPIECE 


JAMES B. HAMMOND, 


Inventor of the Hammond Typewriter and 
President of the Company. 

Mr. Hammond was born April 23, 1839, in 
Boston, Mass., of Puritan stock. 
began in the public schools of 
iting from the University of 
Phi Beta Kappa honors, in 1861. 

Acquiring the art of shorthand he becam: 
nterested in newspaper work, reporting for t 
Boston ‘* Traveller. Later he accepted ar 
ngagement with the New York ‘‘ Tribune,’’ ar 
luring the Civil War was made army corres} 
nt for that paper. 

His experiences in the field included his 
ture by a band of Mosby’s guerrillas near Har 
per’s Ferry. He was prepared for hanging w 





His education 
Boston, gradu 
Vermont, wit! 


a squad of Federal cavalry appeared and during 
the skirmish he es¢ aped., 
Mr. Hammond’s. literary labors were 


philosophical investi 
of theology. In 
Union Thee logical 


bined with scientific and 
gations, especially the study 
1865 he graduated from the 
Seminary of New York. 

In his literary work the idea of creating a 
labor-saving substitute for the pen was evolv: 
an.l while the Hammond was not the first ma 
chine on the 
he found a correct scientific principle and 
he worked in the right direction. 

During the time Mr. Hammond was experi 
menting, and experiencing the troubles ‘‘ first 
inventions’’ always endure, the ‘‘Sholes’’ ma 
chine appeared, made by E. Remington & 8 
In 1880 Mr. Hammond took out his preliminary 
patents and exhibited his machine for the first 
time in 1884-5, at the New Orleans Centennial 
where it came in competition wit! 


market, the sequel has shown that 


Exposition, 


the Remington and Caligraph, and carried off 
the honors by winning the gold medal. Si: 
hen its competitive trials have been a succes 


sion of triumphs. In fact, we doubt whether 
iny other machine enjoys the. honor of possess 
ing so many medals and diplomas of honor as 
loes the Hammond. The most important 
bestowed upon this machine is, without doubt, 
the ‘* Elliott Cresson’’ gold medal, by the Frank 
lin Institute of Philadelphia. 

Looking at another side of Mr. Hammon.|’s 
character we find him considerate to his en 
ployes, and reportel in our last issue 
annually distributes large among his 
tory help, dividing the profits with those w 
helped make them. 

From a shorthand writer to journalist 


awara 


as we 
sums 


orrespondent, as a Student of theology and Get 

and inventor of one of the greatest 
world has ever know: 

Hammond is justly dese 


man scholar, 
business builders the 
the typewriter— Mr. 

ing of considerations from his fellow man. 


THE ‘‘CHICAGO’’ COMPANY MOVING. 
offices of the Chicago Writing 





The general 


Machine Company, which have been maintain 
for some time at 151 Wabash avenue, Chicag 
are to be removed to Galesburg, Ill, where 

factory of the company is located. The chang: 


is to be made about the first of the year. 


INCREASING THE LINE. 

Cc. S. & R. B. Co., Chieago, have added to t 
extensive line of Loose Leaf Devices a com, 
line of office comprising 
variety of filing 





filing devices, 
cabinets in every day use. These 
cases are made of wood and steel in combinat 
the exterior being entirely of wood, thereby pr 
serving the handsome high-grade wood finish 
drawers are of steel wit 


pearance, whi le 


wood fronts. This construction insures greatet 


filing eapacity, durability, and protection t 
tents, and at the same time overcomes al | 
tions due to change of climate such as warping 
binding and sticking. 

The drawers are mounted on roller bear rs 
and have drop fronts which permit of 


as well as for reference 
sold entirely through t 


iceess for filing, 
The line wi be 
ind catalogs and trade prices may be had 
plication. 
Formal ant neement 
heen made by President Wilson in ar 


of this undertaki 


ther part 


f this issue, 
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EMBLEM PENS. 
The Emblem Fountain Pens, made by Water 
man Pen Co., are meeting with great success 


Go « Bw 
ey . vate 1 mom are a | CAP Index Addressographs 


secret societies ar beautifully reproduced on 





| ONE REASON WHY OVER 20,000 





bands of precious metals which encircle 
penholde: { complete line of college and uni 





ARE IN USE IS THAT THEY 


ee A. e ADDRESS 3,000 nacasna alee etc. PER HOUR 


versity emblems, Greek Letter Societies, as well 
as Masonie and Universal Secret Societies, can 
be supplied. A few of the various designs ar At. a Cost of ONLY 3c per 1,000 
shown herewith. 

In college and larger cities AND THAT IS ONLY ONE REASON WHY 
where college alumni are num 
erous, dealers and stationers 
are doing a big business in 
these college pens, while the 
emand for Seeret Society em- 


This Address «=~ |e 2409. 


is printed on a 


blems is not only large but 
niversal, as these pens are 


popular abroad as at home. removable card, 


CREDIT 
RATE 


A special design is made for has room for 


the ‘‘Boost Club’’ and prac- rating, terms, 


etc. Cost of SHIP VIA 


change in ad- 


tically every ‘‘booster’’ now 
lisplays from the top of his 

est pocket : ) thie , 
pock 1 pen which you dress, 1 cent. It 


recognize at a glance as the 
gnize av a gienc the was printed by 


Waterman,—tfor by their em- this metal = 


Printing Plate 
with typewriter 


blems ye shall know them.’’ 


The various emblems are 





not only splendidly engraved, 











but are reproduced in their face. 
proper colors. 7 
ce ; ; 2 Cut shows exact size of Combination Reference Card and Metal Printing Plate 
There is a large demand for 
these pens for he Holiday 
I r th f R ——— —_——— ——- 
trade, and for Christmas gifts ITIS A 


METAL PRINTING PLATES 


COST @¢ EACH 


COMPLETE | 
CARD INDEX | 
AND | 

| 


they are placed in appropriate 
boxes of holly covered design. 


These styles of pens are 











ertain become a staple, ADDRESSING Names can be read at print- Made of metal and are inde- 
for they not only strongly ap- vet orga : ng point and skipped when structible. Have tabs or guides 
; , : MACHINE desired. for subdivisions, 


peal to sentiment, but are ap- 











| COMBINED |L—— 


propriate gift pens at other 





seasons 


the year as well. 





In fact what is more welcome 


ill the time than a good pen? + 





Prints facsimile 
CUT IN FREIGHT RATES BY ILLINOIS COM- 


MISSION. 


The Illinois Railroad and Warehouse Com mis of best 
sion on December 5, signed a decision redu ig 


freight rates <U per cent on every article and y , Pes 
aaa of freight that railroads carry. ty pew riting 


This order came as a great surprise to railroad 


men and shippers a ike, and unless the rebates 
allowed by the railroads to some of their ship W - 
rite for 
pers aré scontinued, and the special commodit. 
rates stopped it will mean a loss of from six to Catalog QO 
eee "i n dollars annually. The railroads of 
eigh ii on daoitar in ally. @ Trawuroad I 
the state are divided into two classes by 


ommission, class ‘‘A’’ eontaining all 


aot ok, eh vs Ms a Addressograph 





per 
roads, on which the t is only 10 per cent 
While Governor Deneen is generally give! € oO m n 
eredit for bringing about this action he lenies p a y 
this and says that it is entirely the work of the 
Protesting railr men were told that if, after 232 Van Buren Street, CHICAGO 
a vear or two, the mmission found that it was 




















eeible to operate a railroad successt 


im] | 
’ this basis the matter would again be taken up 











LEWIS 
Is my name 
W. Cary Lewis 


and I study 
carbonized 
paper facts precisely as bank- 
ers study stocks or bonds. 
I’m the only man West of 
New York who deals exclus- 
ively in carbonized papers. 


It costs money to advertise, and if I wasn’t ‘‘mak- 
ing good’’ could I afford a full column in this 
paper instead of the half column I have been run- 














ning? 
It pays for only one reason, 
Here it is: 


| 





I said I could put dealers or users of carbon paper | 


‘‘wise’’ to information about carbonized papers 
which would surprise them; which they probably 
did not know existed; helpful information; and 
prove they were not making as much money on 
carbon paper as they could make after talking 
with me. 

I am surprised at the number of people who an- 
swered advertisement, and proved 
interest. pet 
Were they 


my 


interested ? 





received replies from all over the 


Certainly. I 
England, Germany, Switzerland, 


United States, 
South Africa—even South 
Doesn t that show interest? 

That isn’t all, 

Some no doubt thought I was ‘‘ bluffing,’’ but said 
to themselves, ‘‘ it can t_hurt any to find out what 


America, 


Lewis has to say.’’ 
— 


So they wrote. I answered. Today most of them 


are doing business with me. 

Why? Because I have been the means of putting 
more money into their pants pockets on carbon 
paper sales, 

| ask no one to take 
fact, but when you investigate my plan at a cost 
of a two-cent stamp and hear what | say—then, 
if there’s nothing in my proposition for you | 
know 


my mere statement for this 








don’t expect consideration for a minute, | 
carbon paper dealers well enough to know this: 
if | can show them how to make more money be 
cause of the knowledge of conditions of which I 
am informed; if I can show them how to handle 
better goods than can be found anywhere else; 
if | can help them tie their trade closer and lessen 
competition, then I do expect them to do business 








with me. 
A lot of readers of Orrick APPLIANCES wrote and 
demonstrated their interest in my proposition. If 
you will spend two cents and a minute of time, | 
know I can make 75 cents for you in the future 
where you make 50 or 60 now on carbons. 
I don’t know everything under the sun, but I do 
know the carbon paper business. That’s all I do 
from morning to night, twelve months a year. 
I find it pays to specialize. 
Won’t you write and ask me? 
a > m 
W. Cary LEwIs, 
21 Quincy Street, 
Chicago. 





their | 
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You can’t afford to waste your brain 


energy with annoying routine—lost 
correspondence — confused records 
and accounts. That's mere carpenter 
work. Make your system take care 
of it. Use your own gray matter for 
the real creative—the business build- 
ing—the architect work. Put the let- 
ter-hunting, the record-keeping, the 
business routine, the business detail 
on Multi-Cabinet Systems. 


Multi-Cabinet Systems are not so many 
pounds of senseless oak and card stock. 
Each individual cabinet represent so much 
brains, so much business experience, so 
many labor saving schemes and econ- 
omies moulded into cabine: form. They 
are mechanical business assistants; auto- 
matic private secretaries that take care 
of all the business detail, handle the cor- 
respondence, keep the records, and re- 
lieve you of the petty matters that  in- 


terfere with brain work. 

But our book de- And if you do not 
scribes these sys- find in these 47 
tems better than systems one that i 
we can—tells of meets your own 


needs exactly, we 
get up aspecial one 
for you. But first 
let us send you the 
book describing 
thiscomplete line of 
“grow-as-you-grow E 
Multi - Cabinet 


Business Systems. 


47 simple, econom- 
ica! time and labor 
saving methods of 
handling dctail, 
systems for every 
department of your 
business; advertis- 
ing, selling, credits 
and factory work. 


Representa 


47 SYSTEMS 


151-153 
FOR BUSINESS MEN 


Wabash Avenue 
Chicago 
Factories; 
Muskegon, 
Mich. 


tives in 


90 Cities. 
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Morton’s Crystal 
Odorless Typewriter Oil 


Finest Made. 
Sample and prices on application. 








MORTON MFG. CO., LOUISVILLE, KY. | 














Don’t miss a copy of OFFICE APPLI 
ANCES. Every issue is worth a dollar. 





A SMITH PREMIE&k BANQUET. 

The selling force of the New York office of 
the Smith Premier Typewriter Company met 
at the banquet hall of the Arkwright Club on 
the evening of Friday, November 3, to meet 
the president of the company, Hon. Timothy 
lL. Woodruff, the secretary-treasurer, Mr. Allan 
Dyer, and the manager of the supply depart 
ment, Mr. Wilson, well Mr. Harrison, 
manager of the company’s affairs in London, 
and Mr. King, the manager of the Phila 


as as 


Eng., 
delphia office. Thirty-one Smith Premier en 
thusiasts sat down to a menu, such as the Ark 


wright Club only knows how to serve. 
Buzzard Bays 
Olives 
Clean Green Turtle 
Supreme of Sole Marquise 
Bouchers of Chicken 


Celery Radishes 





Punch 
Cigarettes 
Broiled Partridge Griddled Sweets 
Wardorf Salad 


Neapolitan 





Ice Cream 


Coffee Cigars 
Roederer Brut 

Following the cofiee Mr. John Hadecock, man- 
ager of the New York office, introduced Presi- 
dent Woodruff. The great growth of the Smith 
Premier Company was illustrated by President 
Woodruff, showing the increase of the output and 
the numerous improvements that have been 
made in the past two years, and the constant 
effort to give to the public better and newer de- 
His prophecy for the future was re- 
with great enthusiasm and a salvo of 
applause. 

Mr. Woodruff was followed by Mr. Dyer, sec- 
retary-treasurer, who gave a heart to heart talk 
to everyone present on the great benefits of co- 
hesion in the organization. Mr. Dyer has faced 
probably every man of the entire selling force 
of the Smith Premier Typewriter Company; has 
looked him in the face and shaken hands with 
him, and was therefore especially well equipped 
to state that in his experience among selling or 
he had never seen one _ better 
equipped than the Smith Premier force at the 
present time to hold its own in the commercial 
world. He further said that the general trend 
of the trade in almost every branch has been 
steadily upward, and some most unprecedented 
feats have been performed in some of the prin 
offices. Mr. Dyer’s argument in selling 
was attentively listened to and his ‘‘ dollars 
and cents’’ illustration caught on to. 

Nothing could be more inspiring to the 
ing force than the clean cut logic of the ‘‘sell 
ing’’ talk of a man so well equipped from that 
standpoint—the secretary and treasurer of the 
Smith Premier Typewriter Company. 

After Mr. Dyer came some very witty re 
marks from Mr. Harrison, manager of the Lon- 
don office. Mr. Harrison was at one time man 
ager of the New York office, and he might fairly 
be termed ‘‘the nestor of the Smith Premier 
Typewriter Company’s business in New York.’’ 
When he opened the New York office he had 
one salesman and sold machines in an 8xl0 


vices, 


ceiv ed 


ganizations 


cipal 


sel 
] 


corner of a store, on the other side of which 
guns and ammunition were sold. Mr. Harrison 
stated that sometimes when a customer was 


examining the Smith Premier machine and had 
been worked up into a very good prospect, to 
see some fellow on the opposite side of the store 
leveling a gun at him and taking sight along 
the barrel, was liable to disturb the customer’s 
mind and perhaps make him think it was a 
ease of ‘‘money or your life.’’ 
The development from this place to the lar 
ger quarters on Broadway showed the growth 
of the Smith Premier business under Mr. Har 
rison, who started the foundation of the present 
selling force in the New York office. 

When Mr. Harrison saw the new tri-chrome 
machine he looked quizzically at it a moment 
and remarked that ‘*it evidently had the same 
mother but another father,’’ turning and look 
ing at Governor Woodruff as he mentioned the 
word ‘‘father.’’ 

Mr. Harrison’s remarks were received with 
much laughter and applause, and were followed 











by Mr. Wilson, who gave a talk on the supply 
department, and Mr. King, of Philadelphia, who 
has had an unusual experience in the type 
writer field, from a very successful salesman up 
to the manager of one of the largest offices in 
the organization. 

After the dinner the entire party visited the 
Office Appliance Show at Madison Square Gar 
den. The spirit evinced during the evening 
by the men in the selling organization of the 
New York office of the Smith Premier Type 
writer Company was such as to indicate the 
true fraternal spirit that binds them together. 
A clean cut enthusiastic selling force from which 


great things can be expected. 





DAT OLIVER MAN. 


Reverie of a Senegambian Hotel Porter. 
There’s one thing sure this darkey would like to 
understan,’ 
An’ dat’s the peculiah actin’ of dat Oliver Man. 
You nevah ean tell 
aroun’ 
An’ you ney 
foun’ 
Dat Oliver Man! 


when he’s goin’ to come 


ah ean tell where he’s goin’ to be 


Today, down at de depo’, ’stead of gettin’ in 
the hack 

He struck out fer de flourin’-mill ’way ‘cross de 
track; 

I doan’t know what he do at any sich place, 

But he sure come back with a smile on he’s 
face— 

Dat Oliver Man! 


I sees him at de grocery-store an’ at the cotton 


gin, 

I sees him ovah at de bank an’ in de lawyer’s 
den 

Always totin’ a Oliver at de end of a ham 
strap, 

Up an’ down, aroun’ de town, I see dat jolly 


chap. 
Dat Oliver Man! 
De drummer men sit t in front an’ spin der: 
yarns at night, 
fut like as not dat Oliver man is nowhere dere 
in sight, 
But he’s over at de depo’ a doin’ all] he ean 
To sell dat ole green Oliver to de telegraphin’ 
man, 
Dat Oliver Man! 


An’ of’en in de night-time, in passin’ by he’s 


room, 
I hears dat ole green Oliver a knockin’ of a 
tune: 


An’ when he hands his letters out they’se 
mighty pussy scamps 

In salmon-colored envelop’s what sure eats uj 
de stamps. 


Dat Oliver Man! 


? 


Powerful lot of dose green things in dis her 
town I find— 


Used to be a whole lot more of dat dere other 
kind 

It’s ’eause dey does de rulin’ and writes in 
sight, dey say, 

An’ I’ze goin’ to get dat Oliver Man to show 


me how some day. JAY DEE. 





OIL—MORTON OIL. 

ly one of the most popular sellers among 
ners and typewriter agents is the littl 
bottle of ‘typewriter oil’’ pop 
ularly called, although it is 
versally used for adding machines 
and other office appliances. 

‘*Morton’s’’ Typewriter Oil, 
as made by the Morton Manufa¢ 
turing Co., of Louisville, has the 
largest sale among agents of add 
ing machines and _ typewriters. 
This company puts up various 
sized bottles, labeled with the 
|| "orton aro. © eard of the agent, allowing hi: 
lenievitie, Ky = to reap the benefit of such sale 
7s There is no other article sold 


among office supply dealers that 









brings in such a handsome profit as does a good 


line of oil. 
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or expense. 


HERBERT NORTH MORSE, 





The use of this machine for eliminating mental addition will not 
only save all errors and brain labor but will double the earning capacity 
of bookkeepers. It is the only durable adding machine that can be 
used in direct connection with and as a guide upon the figures to be added.. Over 15,000 
in use. Speed quickly acquired. Guaranteed for two years. Costs from $10.00 to $30.00 
according to capacity. A good proposition for the typewriter as a side line without trouble 
SEND FOR CATALOGUE NO. D. 


173 Green Building, TRENTON, N. J. 








My Dear Miss Remington: 

The name of it is the “Yaw 
Pointer.” Yes, indeed, they’re 
of wonderful service. 

Fits any No. 6 or 7. The 
price is $2.50. You can get 
them fromany dealer. They’re 
made in MILWAUKEE by 


STUMPF & YAW, 


414 Broadway. 
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The CALCUMETER 





THE STANDARD 
DESK ADDING MACHINE 


















































| Bullet Proof 

| Carbon 

| Paper??? ? 
| 


OvR Billing carbon paper is nearly bullet proof. There is a 


reason Ever had trouble with the type cutting holes 
your carbon paper? We have a paper « alled ‘10 lbs billing 
made expressly for the Billing Type Writing machines to wit! 
stand the hard plunging stroke Made in all colors and costs 
no more than the reg ular typewriter paper In s or flat 
sheets. We'll accommodate with samples and cut t tull size 
if asked. Our price folder contains interesting matter for the 
shrewd buyer of pen, pencil, type writing carbons and ribbons. 


We pay all shipping charges 


WHITFIELD CARBON PAPER WORKS 
123 Liberty St., New York City 

















HAVE YOU MONEY 
IN THE BANK? 


$500, $1000, $5000 OR MORE 
DRAWING 3% INTEREST? 























Do you want to invest it in a proposition as sound 
as a government bond, and sure to pa double 
savings bank interest, likely 10 to 15 times as 
much. 

If you have, write me and learn what | have to 
offer. That won't cost you but a stamp. It may 
mean quite a bit to you. 

Don't say people who invested money in some of 
our office appliance companies in the early days and 
who are now receiving dividends of 10 to 100% 
were “lucky.” The difference between these peo- 
ple and a good many others is that they took a 
chance, while the others didn’t. 

And yet—there is little “chance” taking now-a- 
day if you put money in a good office appliance — 
no more, in fact, than in real estate—not half so 
much as in bonds or stocks. 

Will you let me hear from you? Address 


D. B. BAYLEIS, OFFICE yo 


1322 The Republic Building 
CHICAGO 
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No. 24 
Chased 





Mounted 


No. 14 
Plain 


No. 14 
Silver 
Filigree 


No. 14 
Chased 


No. 24 
Gold 
Mounted 
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8 School St., Boston 








Waterman’s Ideal Fountain Pen 


The purchase of Birthday, Wedding and Holiday Gifts so largely devolves upon the business men 
that we are glad to suggest to them the universal, acceptable 
We have pens to suit the individual taste and pen hab.t of men and women, young and old. 








Waterman’s Ideal is easy to fill, easy to clean, never gets out of order, writes without fail or flood, is 
always to be distinguished as genuine by the word “Ideal” in a globe stamped on the pen. 
Dealers everywhere keep good assortments, and pens may be exchanged to suit the individual hand at any of our offices. 


L. E. Waterman Co., 173 Broadway, New York 


138 Montgomery St., San Francisco 


present of a reliable fountain pen. 








—_ It is never 
too early 








160 State St., Chicago i 
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Would you buy 2ct. stamps and pay 3cts. each for them when the 


WHY PAY FANCY PRICES 





6.— Quick 


any sheet up to 84x13 inches. 


1.—The Quickeasy copies your letters on loose sheets. 

2.—Half dozen different letters can be copied at once. 

3.—You file copies in regular letter file with letters answered. 

4.— Great saving of time, money and worry in copying, hling and future reference. 

§.- Quickeasy uses less paper and makes more copies from one letter than any other rotary press. 
easy uses heavy weight roll paper. 
7.—Quickeasy copies are more desirable than carbon paper, or other style of press copying. Our press will copy 


Style “A,” nickel plated, polished oak or imitation mahogany base rim and cover, one roll of paper, instruction card, $2 1 
Style “B,” enamel finish, no wood cover or base rim, same size as Style “A” .... ~~ -- 


Government will supply all you want at 2cts. each? 


for a copy device when you can buy the 


QUICKEASY PRESS 


The best there is for about half what others 
charge? The reason for this is this press has 
lewer parts than any other make, hence costs far 
less to make, and yet its peculiar construction enables 
it not only to do all any other press will do, but a 
great deal more. Yet it sells for less money. 

A ten days’ free trial will prove all our claims. 


WHAT IT WILL DO 





Cuts sheet just long enough to cover each particular letter. 








Quickeasy Copying Press Co.,°?* Marion, Ind., U.S.A. 

















PRATT BUNDLE AND PACKET TIE 


Cheapest tie on the market and the only one 
on which memorandum can be made 


100 50¢c 


Applies to any size bundle, any shape. 
Send for free sample. 


Pratt F. Mig. Co. 145 Summer St., Providence. R. I. 


mailed to any United States 
address on receipt os 


TLypewrilers <2, 


All the Standard Machines SOLD or 
RENTED ANYWHERE at HALF 
MANUFACTURERS’ PRICES, allowing 
RENTAL TO APPLY On price. Shipped with 
privilege of examination. Write for Catalogue. 
202 LaSalle St. 





Typewriter Emporium Znicace 








Largest Wholesale Dealers in 


Second-Hand Typewriters 


in the United States 








The Trade Supplied in 
Any Quantity 
at Lowest Prices. 


Send for Net Price List. 





General Typewriter Exchange 
243 Broadway, New York 
































Hlealth Permit Used by S. B. Hall, of the Unde 
('o while Traveling Through the Ye w | 
Zone, showing Facsimil [ rhumb-l I 


tiheation 





COURSE IN SOLICITING AND SELLING. 


Such is the title of a pamphlet whic nes 
to our desk fron the Twenty-third St: 
Branch of the Young Men’s Christian Asso 
tion, in New York 

The association, realizing the importanes 
the selling profession have instituted a course 
on salesmanship, dividing the studies int 
partments, some of which classify the req 
ments for a successful salesman. 

The instruction in this course will be g 
by Carl H. Pierce, one of the Jeading expert 
salesmen of Greater New York. Mr. Pieree is 
thoroughly familiar with the entire field of s 
liciting and selling and has also the fa 


being able to impart information to others. He 


will be assisted by other expert snlesmer 
sales managers during the course. ' 
The classes meet every Tuesday and T 
day evenings, forty-five minutes being 
to study and a same period to practical selling 
in the elass room from goods displays 
course consists of forty lessons. 
Here is tl beginning of a_ very 
course, and something that every prosp 
salesman, or even those who feel that a bi 
knowledge of this great power will do them good 


vantage of 


should take ad ; 
We will predict that if the course is suecess 


fully carried through, the employment 

ment of this great institution will become f 

more important than it has ever hoped to be 
The association in other cities can 

to immediately take steps in this same 

tion, and add a similar branch of study to the 


educational! list 





‘‘THIS ONE THING I DO WELL.’’ 





Former Lieutenant Governor Timot! lL. 
Woodruff, presi lent of the Smith Premier Type 
writer Company, during a recent banquet of 
that organization in New York City, expressed 
himself on the subject of doing one thing well. 
The underlying principle of Mr. Wi ruff ’s 
speech might be sounded in the phrase, ‘‘No 
man can do tw r more things we sa 

‘*The man that has a single purpose is 
the successful man. In looking around in oy 
the prominent citizens of the great metr . 
he saw many college men whom he had } vn 
at Yale, that had not been known for 
ticular intelle al feats or as having 
special ability in college, who are 
cial magnates and towers of strengt! 
business cireles of the great n I s 
nearly every se the man who had s 
and made unus heights had done so throug! 
his singleness of purpose Invariably 
veloped some one particular line, ar 
no difference t] business world whet 
line was in the direction of politics, f 
the selling tvpewriters, or other 
pliances. The man who tries to do one thing, 
and do it well. is the man who succeeds.’ 

The typewriter is a builder of bus 
ing machines and other ffiece appli 
business—and desman gets bus s 














|THE SENGBUSCH 


Self 


Closing 
Inkstand 


SELLS AT SIGHT 


~ The Very Latest 
BEATS ANYTHING YOU EVER SAW 





Always ready for use Dip’ Always Uni- 
Prevents Blotting form. 

Worry and Trouble Never gets out of order 
SatisfectionGuaranteed. | Self-Closing 

Just what you have Self-Adjusting. 

been looking for Non-Evaporating. 
Write for circular and Non-Spurting. 
prices—or, better still Non-Spilling. 

send for sample Dust Proof. 


LIBERAL DISCOUNT TO DEALERS 


The Sengbusch Self-Closing Inkstand Co. 
312 Montgomery Building, MILWAUKEE, WIS. 
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KEEP TRACK WITH TACKS 


Do you want a bird's eye view of your business? Then adopt the 


**Map and Tack’’ System 








q e} ‘ 
By the use of different colored tacks on @ map you cen reedily 
route your salesmen, | ste customers, indicate prospects, 


etc Write for free sample map and price list. | 


John W. Iliff € Co., 350 Wabash Ave., Chicago, Ill. 
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WE 
ARE MAKERS OF 


LOOSE LEAF DEVICES 


We send out nothing that does not 
please us first and we are particular 


SEND FOR CATALOGUE FREE 


and Sample of Our Famous Linen Hinge Leaf 


Il. Hl. HOFFMANN & CO. 


17G EK, MONROE STREET, CHICAGO 








W 
Loose I Ledgers inthe U.S.’ Atour 
wn expense we fought for and won the 


| 
| 

| — - 

| THE HOF INN is ‘The Defender of 
| rind y 

| ~o 

| jit to make Loose Leaf Ledgera—a bene 
t now shared in by all others without 


either legal cost or trouble 








| 
| 
| ESTABLISHED srt 














A PLACE FOR BOOSTERS TO ROOST 


\t ecent meeting of the ‘‘ Boost ¢ 
f me bers of the stationery 
New York Cit it was decided to take steps 
f pr ing a permanent I 
headaq rters, and a committe vas 


irge of such arrangs 


the following 
> | ind W. P. Chr 
~ ~~ ant tl ' T 
I ( | f Minnea S 
Pa 
q t of the he 
s Vednesday in J 
fficers will é 
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RECEIVER APPOINTED. 

After many attempts to resume business and 
every consideration on the part of the creditors, 
Lieut. Gov. Bruce is appointed receiver of the 
Yetman Transmitting Typewriter Company, of 
llion, New York. 

The financial difficulties of the Yetman Trans 
mitting Typewriter Company have culminated in 
the appointment of a receiver. The creditors of 
the company, some of whom have sued and ob- 
tained judgments, have deferred decisive action 
for some time in order to adjust its matters and 
make the satisfactory settlement which it has 
repeatedly assured all its creditors would be 


made. At a special meeting of the Board of 
Trade last week, Mr. Yetman most positively 
assured the Board that every account would be 
paid in full, and very shortly. 

\ sheriff’s sale of the company’s property so 


far as was necessary to satisfy certain judg- 
ments was advertised for November 21; the sale, 
however, did not take place, owing to the credit- 


ors having applied to a court in New York City 
for an order of bankruptcy proceedings and the 
appointment of a receiver. Pending a decision 


in this action the sheriff was enjoined from sell- 
ing by a Supreme Court order issued by Justice 
Holt, of New York. The New York Commercial 
SaVSs: 

‘A petition in bankruptey has been filed 
against the Yetman Transmitting Typewriter 
Company, whose offices are at 220 Broadway 
and factory at Ilion, N. Y., by W. 3B. Ellison, at- 
torney for the following creditors: Crucible 
Steel Company, of America, $659; American 
Steel & Wire Company, of New Jersey, $1,206, 
and Andrew H. Kellogg & Co., of New York, 
#172. It was alleged that the company is insolv- 
ent and since August 1 has allowed several judg- 
ments to be taken against it and a sale to be 
advertised for November 21. The company was 
organized on July 22, 1904, with a capital stock 
o. $5,000,000, with Charles L. Speir president 


and Charles C., Yetman vice-president, 


‘¢Mr. Yetman is the inventor of the machine 
for the use of telegraph operators in receiving 
and sending messages, and which is used by 
many of the large railroad systems throughout 
the United States. The company leased a fac- 
tory at Ilion, N. Y., where it put in a valuable 
plant of machinery. For some time past the 


company, it is said, has been hampered for the 
lack of capital, and several meetings of the 
creditors have been held with a view of reorgan- 
izing the company, 

‘* Judge Holt. of the United States District 
( ourt, appointed Lieutenant Governor M. Linn 


Bruee receiver of the assets late vesterday after 
noon, fixing his bond at $20,000. The liabilities 
are reported to be $75.000 and assets at least 
37. 500.7? 





A SUCCESSFUL LOW FRICE ADDING 


MACHINE. 

The Caleumeter seems to have et! yed wider 
use and sale than most of the low price adding 
machines. It isn’t a very large affair—in fact, 

is easily carried around by those who deal in 
figures. Its construction is very simple, so sim 
ple in fact that the manufacturer, Herbert N. 
Morse, 173 Green Bldg., Trenton, N. J., feels safe 
in guaranteeing it against getting out of order 
from any kind of use for a period of two years, 
twice as long as most office devices are guar- 
inteed, 

Over 15,000 Caleumeters are i! ise today 
imong the leading business houses in their ae 
counting departments This device sells for 
from $10 to $30, depending upon its capacity, a 
six dial machine registering 999,999,999, An 
English model automatically adding pence into 
shillings and shillings into pounds 1s very pop 

ir in England, selling for & 

This is an excellent side ling for office ap- 

iance and typewriter salesmen, as well as a 
yy line for stationers, systematizers and deal- 
ers generally 

The demand for suel if ce Ss plentiful, as 
any offices find the high priced adding machine 
wav beyond their reac} As a brain saver it is 
nvaluable to bookkeepers, bill clerks and all 
who have adding work to do. 
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“Save Money Every Day” 








mon 


and 





Columbian... .. 2 Lbs. 2.00 
Btar..... .-....3 Lb. 1.66 
Crescent....... 1 Lb. 1.00 


for you. 

Every PELOUZE 
SCALE is guaranteed 
accurate and will stay 
that way. 

That's one reason why 
they received the 


Highest Award 


at the World’s Fair, St. 
Louis. 

“No modern up-to-date 
office is complete with- 
out one.”’ 





For sale everywhere by 
Leading Dealers. 


PELOUZE SCALE 








Each unnecessary 
stamp you use wastes 


Use one cent too little 


age won't arrive. 
You can’t afford to 
guess. 


| Pelouze 
rwont.smne DP Osta i 
point to the number of cents required the mo- 


ment the letter or package is — on scale. 
You don’t have to figure— 





118-132 W. Jackson Boulevard 
CHICAGO 


ey. 
perhaps your pack- 


cales 


e scale does it 


Mail & Express 16 Lbs. 06.00 
Commercial. ..12 Lbs. 3.76 
U. B.. ...-.05-.-4LbDs. 8.50 

Challenge...... 4 Lbs. 2.60 | 





VISOSR. oc 0cnece 13g Lbs. 1.75 


& MFG. CO. 


sill 

















Put it on 


Papers can't get 
tangied or lost 
when entrusted to 
the never-let-go 
grip of the 


ADPOLE 


Paper Fastener 


This wonderful device 


is the simplest, 


handiest and most dependable of fasteners. 
It’s the fold that makes it hold. Won't 


slip off; grips two sh 


eets as firmly as 


twenty. No sharp corners to pick up loose 


sheets. Doesn’t mar 
papers—fastens neatly 
at corner, always per- 
mitting of ready refer- 
ence. May be used 
over and over. 


SAMPLES FREE 
for one cent postage. Three sizes, 
25 cents a box. Atall stationers, 
or by mail upon receipt of price, 
Agents wanted. 


GENERAL SPECIALTY CO., 





Arcade Bidg., Philadelphia, Pa. 








The adding machine ma 


n of yesterday will 


be a typewriter exponent tomorrow. 





APPLIAN 


38 


OFFICE 


CES 











BLIGKENSDERFER = 


Visible Writing 
Unlimited Speed 


YPEWRITER 


Permanent Alignment 
Back Spacer 


Automatic Printing 
Automatic Key Release 


Automatic Line Spacing Decimal Tabulator 
Automatic Controj of Uniform Impression 
Carriage Free Carriage 


Direct Inking 

interchangeable Type 

Beauty of Work 

Light Touch 

Interchangeable Carriages 
(aay length) 


Automatic Tabulating 
Automatic Margin Lock 
Automatic Increase of 
Power for Manifolding 
Strength and Durability 





As Entirely Automatic Typewriter. Catalogue upon request. 


The Blickensderfer Manufacturing Company 


Executive Office and Factory, Stamford, Conn. 


Philadelphia, Pa., Chicago, IIL. 
709 Chestnut Street. 277 & 279 Dearborn Street. 


New York, 
240 Broadway. 























SELF INKING. Rules backward or 
forward on any paper—using any good ink. 


HALL FOUNTAIN RULING P' PE 
Ss) 


The simple construttion of this PEN enables the operator to rule all day without dipping in the ink and without 
soiling the ruler. RULING WHEELS are interchangeable, so a variety of rulings may be obtained with only the 
additional cost of wheels. Made of hard rubber and brass, heavily nickel plated. PRICE $1.50 each, prepaid. 


Made only by the MUTUAL SPECIALTY CO., 324 Dearborn St., Chicago. 
Eastern Distributors, DOUGLAS H. COOKE, Inc., 16 Beaver St., 


Vv arious styles o rf 
wheels for different 
ruli ings all 
interche anges able. 





PRICE 5O* FACH 
Bust ee 














New York. | 




















UNION CASH REGISTER 


FOR THE MONEYS OF ALL NATIONS 








| arupemng KEYBOARD, automatic, instant- 
ly reset, simplest in construction and opera- 
tion, requires only a quarter of one turn of the 
crank, protected by strong patents and we will 
protect all our users. 


AGENTS WANTED in every city of the world 











UNION COMPUTING MACHINE Co. 


} and 3 UNION SQUARE WEST, NEW YORK, U.S.A. 








CALIGRAPH. 

















PRIZE WINNERS AT THE LEWIS AND 
CLARK EXPOSITION, PORTLAND, ORE. 


The list of 
Liberal Arts a 
is as follows: 

The Amerie 


an Sales Book (¢ 


awards in the Department 
t the Lewis and Clark Expositior 


ompany, Elmir 


N. Y.—Brief account systems. Sales books 
Fillers’ quickest att: ment 
Bates Manufacturing Con pany, Orange, N. |! 
\{utomatic hand-numbering machines. 


Burroughs Ac 


lding Machine Company, Det1 


Mich.—Adding and listing machines. 

Bushong & Co Portland, Ore. Blank bo 
lithographing, printing. 

Comptograph Company, Chicago.—Compt 
graph adding and listing machines. 

Crane KBrothers, Westfield, Mass.— ‘Go 
Medal’’ iinen ledger and record papers Jay 
anese Linen’’ writing papers. ‘‘ Warranted A 
Linen’’ writing papers 


Crown Paper Company, Oregon City, Or 
Display of all kinds of wrapping paper. 

A. B. Dick Com; , Chieago.—Edson Min 
ograph machine. 

Felt & Tarrant Manufacturing Company, ¢ 
cago.—Comptomet 

Nat ional Cash Register Company, Da 
Ohio.—Colleetive exhibit of cash registers. 

Nippon Shirui Boeki Habushiki Kaisha, Kob« 
Japan.—Copying paper 

Underwood Type er Company, New Y¥ 

Typewriters. 

L. E. Wate Company New Yo 


Waterman's Iie 


’ vuuntain Pen. 





AMONG THE MISSING 


Under this he g, in this and the July nun 
bers, we show for the first time a recapitulated 
tabulated statement typewriters reported miss 
ing for the past yea 


Che publishers ask tl 
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asked that the list may 
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BARLOCK. 
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BLICKENSDERFER. 
Model 5 
, SOOO 81725 5s 
17 ~OaeU 
Model 7. 
l 78292 S1744 
3714 


CRANDALL. 


iy 
DENSMORE. 
Model 1. 
Model 4 
1 16045 1 
1604 ’ 
FAY SHOLES 
Model 2 
Model 6. 
' , l l i 
Model 7 
FOX 
Model 4 
HAMMOND 
$25t {2804 
i4 424 
4855 4 
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1097 


wala 








NEW CENTURY. 
Model 5 Mod 
ina) 
CLEVES. 

A756 y 38279 W195 

27 252 39672 HASOZ 
17304 2 8 3yso2 56641 
134 2 ” 41349 5AS67 

‘4 25713 42110 56277 

SARO 079 $2910 6801 
LS695 26209 43133 95595 
19222 » TAL 43733 58021 
104355 27835 44108 S071 

28 2126 45209 ARO 

03 oa44' 45875 58771 
gSU0 ZR 24 47216 5945 
S10 1S 49158 59579 

1s 49159 60450 

21078 me 49272 61229 
9 158 50080 62207 
1605 i 51928 64199 
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»~) 408 HOS6 961 FS80R0 
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REMINGTON, 
Model 2, 
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2 ‘ 106 7TV916 
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OFFICE APPLI 


The Midget Wire Staple Binder 
BINDS PAPERS AND FABRIC SAMPLES 


It is a necessity in the Sample Department, in the Countin 
House and wherever a neat, permanent binding 
Strong, handsome, easily operated, and not liable to get out of 
Holds 100 staples at a charge. 





Staples: ‘‘A’’ small, ‘‘B’’ 
stationers in the United States. 


Our Mr. Alfred Hall has been Making and 


TYPEWRITER PLATENS 


various Exchanges throughout the country for five years 
Our Prices are not lower than the average but we guarantee Satistaction and one price to all 


| for v 





IANCES 
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order. 
inches, $3.00 each. 


large; 25 cts. 
Manufactured by 


ACME STAPLE CO.,Ltd., 500 N. 12th Street, PHILADELPHIA, PA. 


Makers of Foot and Hand Power Wire Staple Binders 


per 1,000, 5,000 in a box. 


324 Dearborn St. CHICAGO. 






is requir 






Size of base, 2x 9 










For sale by all leading 









Re covering 





j ALL MAKES 50 CENTS EACH. 
MUTUAL SPECIALTY Co. 
ALFREDO HALL Vice Pres & Geni Mgr 








OFFICE APPLIANCE DIRECTORY 
Office Appliance dealers are watching for modern specialties. Here is an oppervunkey to keep your name before manu- 
facturers ata small cost. Space in this directory is open to retailers of Office Commodities, subscribers to OFFICE 
APPLIANCES. The space rate is $2 (limited to two lines, 12 insertions) in addition to the subscription price: $1 Domestic 
and $1.50 Foreign. The publishers reserve the right to exclude names from the list. 
Andrews Typewriter Exchange, Coast Agency Co., —10-06 | Minneapolis Seattonery Co., 
19 Court St., Boston, Mass. 231 Stark St., Portland, Ore. 405 Hennepin St., inneapolis, 
L. & M. Alexander & Co., —7-06 | The Chas. F, Courtney Co., Owen T riter Co., —7-06 
110 Montgomery St., San Fran- 42 N. 6th St., Reading, Pa. 313 Zack St., Tampa, Fla. 
cisco, Cal. Fielder & Allen Co., —7-06 Parkin-Longle 0., —7-06 
O. R. Brown Company., —9-06 61 Peachtree St., Atianta, Ga. 205 W. 2nd St., Little Rock,Ark. 


84 Baldwin Bidg., Indianapolls. 


W. J. Arnot & Co., 


404 McintyreBik.,Winnipeg,Can. 
Breeden Office Supply Co., 
62 W. 2nd South, Sait Lake 
City, Utah. 


Geo. C. Bornemann & Co., 

117 Sutter St., San Francisco. 
Clark & Stuart, 

Vancouver, B. C. 
Rex B. Clark & Co., 


Griswold St., Detroit, Mich. 
Ben E. Caulkins, 
31 N. Main St., Butte, Mont. 
E. J. Darrow Co., 
503 Equitable Bidg., Tacoma, 
Wash. —10-06 


Gardner Office Supply Co., 
318 St.Louis St., Springfield, Mo. 
The Helilperin Stationery Co., 


Shreveport, La. 
James E. Lewis, —7-06 
Taylor Bivd., Taunton, Mass. 


Lerner-Bean Co., 
363 Washington St.,Buffalo,N.Y. 
Harry Lux, 
Logansport, Ind. 
McDowell Office Supply Co., 
107 West 7th St., Topeka, Kan. 
Millison Office Supply Co., 
Wichita, Kan. 
Modern Typewriter Supply Co., 
~~ Schofield Bidg., eveland, 





R. E. Revalk & Co., 
135 ~<e ~ sad St., San Fran- 
cisco, 
Rockwell-Barnes Co., —7-06 
267 Wabash Ave., Chicago, Ill. 
E. H. Sell & Co. 
118 S. High St., Coiumbus, O. 
Walter A. Scott, —8-06 
207 Mont omery St., San Fran- 
cisco, Cal. 
Typewriter & Office Supply Co., 
1107 Soe N. W., Washington, 


Ss. G. Winch & Co., Pueblo, Colo. 











work in least time 


Our New No. 6, 


time can be saved. 


219 E. Randolph St. 
CHICAGO 








The Best Duplicator— 


The one most simple and satisfactory —the one which will turn out the most 
the machine which is most in use in large offices is the 


Rotary 
Neostyle 


One copy written on the typewriter like an ordinary letter, but on special paper, 
is the stencil that goes into the machins and from which the office boy turns out 
as many copies as may be needed at the rate of one a second. 

The work is all done in your own office. Confidential matter does not go outside. 
There is not the delay of having it printed and the Neostyle way is infinitely cheaper. 
Better drop us a line and get our circulars. They will show you how dollars and 


NEOSTYLE CoO. 


A small machine for general use. 


30 Reade St. 
NEW YORK 


146 Franklin St. 
BOSTON 
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BERKSHIRE 
TYPEWRITER 
PAPERS 








The most complete line manufactured; including light, medium and heavy weight 
papers, in bond, parchment, ledger and the popular fabric finishes, combining the 








essential qualities—strength, durability and fineness of texture. 








ASK FOR SAMPLES. 


Select the papers from our large line that you want for your 


own line. 


Send us a stock order and we will furnish you sample 


books of the papers you select with your card on the cover. 


BERKSHIRE TYPEWRITER PAPER CO, 


PIT’TSPIRLD, MASS. 

















AAA 
The Davis Chair Co. LOOK FOR TRADE MARK 
S. N. McCloud, Mar. ON UPRIGHT UNDER 
MARYSVILLE, : OHIO BACK REST 














| KEEP YOUR HEALTH 


By using the 


Adjustable Spring Back Chair 


for 


STENOGRAPHERS AND OFFICE MEN 


They rest your back and make work easy 
Satisfaction Guaranteed. Send for Catalogue 




















TOE Mane : 
TEE DAVIE CHAIR, Gy AAREMUUL O 


NONE GENUINE WITHOUT 
THIS TRADE MARK 
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U.S. Gypewriter Ribbon Mfg. Co. 


817-819 WALNUT ST., 





Most brilliant colors known. 


Our prices will interest you. 
Write to-day. 





PHILADELPHIA, PA, 





RIBBONS 
Carbon Papers, Etc. 


Maoulacturing for the Trade a Specialty 


Points of Merit Claimed: Most intense jet Black Records. 
Greatest copying strength 
and consequently the greatest Durability. 


We make goods for many of the largest distributors in the World— 
Why Not For You? 


Agents Wanted Everywhere 
Pee eee ee rn en rn ne 


Ce ee a ee aA 





WANT COLUMN 


Ten Cents per Line of Seven Words 
Se ee i 

SALESMAN WANTED—For 
handling Monarch typewriter 
dress Kk. F. Keplinger, 608 
Orleans, La 





the South with deal 
Good proposition AY 
Commercial Vlace, New 


} 


WANTED—Two high-class repair men desired 
outside work by one of the leading typewriter 
panies. Give full particulars tox 339, care Ort 
APPLIANCES, 265 Broadway, New York 


FOREIGN DEALERS WANTED. 


We want foreign dealers all over the world 
act as our local agents for a splendid office a; 
ance, an article which every office should contain It 
is an absolute necessity and affords splendid profits 
to local dealers and salesmen Special foreign in 
ducements. Write for particulars at once Address 
Foreign Agencies, care Orrice APPLIANCES, Repub 


Bidg., Chicago, Il. 

HOW MANY TYPEWRITER REPAIRMEN ARE 
THERD in the U. S.? We are getting up a Repair 
men’s Directory. Send in your name and addresses 
boys, and when completed you can secure a copy of 
the directory at cost. Send names to “TYPEWRITER 
REPAIRMEN,” 609 Postal Telegraph building, Chi 


cago, Ill. 
ADDING MACHINE AND TYPEWRITER SALES 
man Wanted. New machine with big opportunities 


Those understanding ‘“‘systems” preferred. Engagement 
commencing January Ist. Salary and commission. 
Address New Machine, care Orrice APPLIANCES, The 


Republic Bidg.. Chicago, Ill. 

SALESMEN WANTED Men who are able to off 
a new mechanical device to the business world. \ 
combination adding-typewriter. Those with the abi 


ity to handle systems and able to talk them can find 
excellent positions by addressing G. F. WATT, general 
sales manager, 127 Rees street, Chicago, II! 


MANUFACTURERS of Office Appliances and Mod 
ern Business Systems who wish to open a bran 
in one of the largest and most progressive business 
centers in the southwest will find a rare opportunit 
by acdressing their inquiries to K. C. M. O., 
Orvice APPLIANCES, Chicago 

WANTED—By one of the leading typewriter 
cerns, a@ man capable of taiking systems, short 
ideas and selling Billing Machines; Chicago territory 
Address “X. Y. Z., O APPLIANCES, Chicago, | 


and state experience 
FOR SALE—20 BLICKENSDERFER TYVEWRI! 
ERS, all in first class condition, with covers No 


and No. 7 will sell reasonable Address BLICKENS 


DERFER, care Orrice Appliances, Republic Blidg., 
Chicago. 
INCORPORATIONS. 

The Robert C. Adams Company (New York) Cay 
tal, £50,000. Auditing and accounting Robert ¢ 
Adams, W. J. Northrop, Herbert F. Adams 

Commercial Adding Company (New York) I 
manufacture calculating and adding machines Cay 


tal, $25,000. N. J. Goldfarb, Paul Wilson, FP. I 
Goldbaum are incorporators 

Metealf & Wilson (Los Angeles) 
000. General typewriter business Directors: Art 
G. Wilson, Fred ¢ Metcalf, S. P. Metcalf and ¢ WW 


Kk. Metcalf-Smith 


Capital, S25 


The Myers Ccrporation (New Jersey) Objects 
sell, transfer and dispose of typewriter, adding 
chine and calculating patents Capital, S50.000 
Louis Myers, Jacob L. Newman and Allen M. Benn 

Underwood Typewriter Company (Massachusetts 
Capital, $20,000 

Connecticut Computing Machine Company (New 
Ilaven) Capital reduced from $450,000 to S350.000 








} THE ROGUES’ GALLERY 


F. W. Steen. 





was arrested in Fairfield, Iowa, for an alleged 

of a typewriter from G. M. Brown, a rural ! 
postofiice inspector, who stopped at the same | 
with Steen, with adjoining rooms, and during 
absence of Brown the machine disappeared Steet 
was held in $500 bail 


Wallace J. Cook, 
conducted an agency in the Ta 
Scranton, Pa recently at New 
charge of 
Held under 
Alfred Porch Smalley. 


Smalley, a college 


insurance 
was arrested 
larceny preferred by R. 1 
$300 bail 


who 
building, 
Milford on a 
Prendergast. 


In the arrest of A. P man 
of good family, the police of Elizabeth, N. J., | 
they have captured the notorious “gentleman 
glar’” who is responsible for Philadelphia's carn 
of crime, known as the “Friday night robberies 

rhe prisoner is a traveling salesman with a 
in Bayonne, N. J When arrested he was al 


and a revolver in his 


have had a kit of tools ) 
session It is supposed that this party would ope 
in Philadelphia Friday and would then deli 
spoils to a woman accomplice and spend Saturd 
and Sunday with his family 
A. V. Young. 
Winch & Co., of Pus 


Sold typewriters for 8S. G. 
November 


Colo Arrested during the middle of 

charge of forgery It is alleged that Young sold 
typewriters to another at less than dealer's prices 
and then, turning in “‘time notes’ for the sales, nu 
out to others The scheme failed and Young w 
some older before he is able to repeat the transa 
tion 





























OFFICE APPLIANCES 
e 
Have you a clear understanding | 
of th F 
cwinae COMptometer “xc* 
For Pay-roll and Cost Keeping accounts, the Comptometer, once used, 
becomes indispensable. It has no substitute. But that is only a 
part of it. On trial balances, or any other kind of adding, it turns off 
the work with absolute accuracy and so easily and rapidly as to pay 
for itself several times a year. Then there is the multiplying and 
dividing. ‘To those who have used the Comptometer on multiplication or division, from the simplest 
bill extensions and checking to the large computations involved in railroad accounting, the mental proc- 
ess by comparison seems absurd and foolish. They wonder why anyone would waste time and useless 
pain by pursuing the old, slow, uncertain and nerve-racking methods. 

You could use the Comptometer and though not a mere toy, it does not cost too much. Light 
to carry, small and convenient to set on a book or desk. It will do all your adding, multiplying and 
dividing in a mere fraction of the time it takes to do it mentally and so easily and surely that you will 
wonder why you did not look into it before. The only machine that is rapid in all classes of adding 


and calculating, and it is more rapid than any other on any class of work. Thousands of our customers 


started with one machine who today use from 2 to 100. WHY DID THEY BUY MORE? 
The Western Electric Co., » 
We have over twenty ¢ VW e experimented with most all the adding and 
ying machines on the n col nd work the Comptometer is the best.’’ 
Hartford Fire Insw « ( 
Most of our work re ¢ s lf t nachine as reliable and rapid as the Comptometer. 
We use in our bz okies nt a $37 i and W ke use of this only when a list is required.’’ 
, Bros. Dr St. I Mo., wr 
We use the ( omptometer exclusively ng departme whilst we ther adding machines in different depart- 
nety per cent ot our additions are made on the Com, reat time saver, executing work accurately and promptly.”’ 
WHY NOT INVESTIGATE? The Comptometer was the winner of every speed and accuracy contest which was open to all classes 


of machines at the recent Madison Square Garden, New York, Office Appliance and Business System Show, where nine American and three 
foreign makes of machines were exhibited, also at the Coliseum, Chicago, in March, 1905. 


FELT & TARRANT MFG. COMPANY, 52-56 ILLINOIS STREET, CHICAGO 

















Announcement to the Trade—IMPORTANT 








M4 B. 


in Cabinet 





~~ a “CA TIIDEe . , . iro 
HERE ARE ITS FEATURES AND ADVANTAGES 
4 
Ureat streng lurability Minimum amount of tricti 
Greatest fili ity Steel followers won't get out of order 
Drawers can't wa stick, swell or shrink Light running drawers —roller bearing 
Drawers easily ved and replaced Drop front on drawers, insures easy accessibility 
Handsomest exterior finish. for filing and reference 
Strongest construction Increased safety for contents 
exclusively through the trade “back capping 


TheC. S.& R. B. Co. (lnc. ) 480-490 


re ple: ased t 
LOOSE 
Devices, wh 


COMBINATION 


T . ; kind n day, and its numerous advantages over 

all wood or all steel tr . will appeal instantly to users as well as 
THIS LINE HAS MORE SELLING POINTS AND MERIT 

t line now ld | f 1y you to investigate at once. 


announce that we have added to our extensive line of C. S. & 
LEAF DE VICES, | a complete line of Office Filing 


's of filing devices in common use both 


EL CONSTRUCTION 


O 


the US 


ich includes all vari 
and Sectional Construction. 


WOOD AND STE 








The C. S. & R. B. REPUTATION for 
Quality is well known to THE TRADE 


W. Kinzie St., Chicago, U.S.A 
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STOP TARDINESS! STOP IDLING! SAVE MONEY! 


BY USING 
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An International Rochester Card Time Recorder 





_ DNanch- 15.108 | 
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They force each employe to record the exact minute he arrives at and leaves his work — morning, 
noon and night—on a card in indelible print that cannot be manipulated or changed without detection. 
They lessen the work of time and payroll keeping and save hundreds of dollars annually lost by 
tardy employes. For cost keeping they compel each man to record the exact minute he begins and 
ends a job; prevent idling on jobs or loafing between them, force the foremen to plan their work 
ahead and thus secure full labor value from all workmen. They help the cost keeper and prevent the 
losses due to changing pencil records. As cost recorders they save thousands of dollars annually. 
Ui > RI 
We manufacture every successtul style of Time Recorder- Send 12 Cents for our 3 booklets, “Cost Cuts That Swell 
The Autograph, Rochester Card, Bundy Key, Bundy Dial an Profits,” “Factory Cost Keeping,” “Ten Years’ Experience 
the Standard Time Stamps, all time, money and labor savers, in Automatic Cost Keeping.” They were written by cost 
and the best skilled labor and the best material can produce. and time keeping experts, and are worth dollars to you. 
INTERNATIONAL TIME RI 
‘ 
SALES OFFICES: 
New York St. Louis London Boston San Francisco Berlin Cincinnati Chicago Richmond Pittsburg 


Philadelphia Cleveland Detroit 








